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A MESSAGE TO TOP MANAGEMENT: 


Do we really want to abolish failure? 





Those who openly lament our failures in the life insurance business 
sometimes put idealism ahead of good sense. That's a forgivable 
trait. But does anyone really expect to abolish failure? N“NL, 
like many other fine companies, has attained some success in 
minimizing failure; but like most others, we're realistic: Take away 
all failure and you would also abolish success and any sense of 
real achievement. 


All of us know it’s a tough job to find good men, recruit, train, and 
establish them in our business—tougher still to select from them 
those who have management talent and make them successful 
agency heads. But that’s what makes our business tick. Life Insur- 
ance selling is a “‘natural’”’ for men who are fed up with mere 
job-security and riskless humdrum. And we need the kind of men 
who are more concerned with opportunity for success than they 
are with the risks involved in getting there. 


What goes for the new agent or manager also goes for top 
management. A sense of real achievement in management 
comes only from taking risks to develop both new men and new 
management. The best you can hope for is to cut your failures to 
a minimum. But from your sucesses you'll gain a sense of having 
achieved something for your men, your company, and for the 
business as a whole. coe 
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WE'VE BUILT OUR COMPANY 


Ninety-one members of our present 
sales organization—the thirteen general agents pictured and 
the seventy-eight special agents whose names appear—were 
among the founders of The Paul Revere Life Insurance 
Company on June 10, 1930. And, in substantial measure, 
our growth and progress has been their accomplishment of 


the past twenty-three years. 


The record of distinguished field service 
of these ninety-one original founders expresses their loyalty 
more adequately than words. Moreover, it reflects the 
career opportunities which they have found in The Paul 


Revere Life Insurance Company. 
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New N.Y. Plan for 


Aid from Companies 


State Body Hears Report; 
Also Urges Keeping National 
Office in Present Area 


By ROBERT B. MITCHELL 


NEW YORK—Trustees of the Na- 
tional Assn. of Life Underwriters are 
overwhelmingly in favor of permitting 
the New York State Assn. of Life Un- 
derwriters to go ahead with its plan 
for enlisting the financial aid of New 
York domiciled life companies so long 
as they are designated “industry as- 
sociates” or something similar, and not 
“members,” as in the original New 
York proposal. 

This was reported here at the fall 
meeting of the New York state asso- 
ciation by David B. Fluegelman, Con- 
necticut Mutual, New York City, im- 
mediate past president of N.A.L.U., 
speaking for the special N.A.L.U. com- 
mittee named to confer with the New 
York state body on the problem posed 
by the N.A.L.U. trustees’ rejection of 
the New York company-member plan. 


Mr. Fluegelman said he _ recently 
queried all members of the N.A.L.U. 
board by mail on how they felt about 
the New York plan if the companies 
were not to be members but were to be 
called “industry associates.” The four 
newly elected members of the board 
disqualified themselves from express- 
ing an opinion, as they had not been on 
the board when the matter was dis- 
cussed at the annual meeting in Cleve- 
land in August. Of the remaining 13, 12 
favor the “industry associate” basis 
and one is against it. 

Mr. Fluegelman said that “I can come 
as close as anyone could” to saying that 
the board of trustees will act favorably 
on the “industry associate” plan at its 
midyear meeting in March. 

Members of the special committee, in 
addition to Mr. Fluegelman are Stanley 
Collins, Metropolitan Life, Buffalo, and 
Osborne Bethea, Prudential, Newark, 
secretary and treasurer, respectively, 
of N.A.L.U. 


e e e 

The state association would be just 
as happy to have the companies’ finan- 
cial aid as industry associates as to 
have the companies as members. The 
original plan was to have them as 
non-voting but dues-paying members, 
with dues set according to amount of 
business done in New York state, the 
top dues bracket being $3,200. 

It is understood that the companies 
don’t care whether they are labeled 
members, industry associates, or some 
other acceptable designation, so long 
as they are not put in the position of 
seeming to side with a state association 
against the National association. With 
a clear and substantial majority ap- 
(CONTINUED ON PAGE 19) 


Is Theme for Annual 
Institute Meeting 


The annual meeting program of In- 
stitute of Life Insurance, to be held 
Dec. 10 at New York City, will be 
built around the theme “Challenge of 
Change.” 

A preview of one of the Institute- 
sponsored radio programs, “The Search 
That Never Ends;” a visual presenta- 
tion by the staff of Fortune magazine 
under the direction of its publisher, 
R. D. Paine, Jr., and a luncheon ad- 
dress by Dr. Henry Wriston, president 
of Brown University, will be high- 
lights. 

Edmund Fitzgerald, president of 
Northwestern Mutual Life and chair- 
man of the institute, will preside and 
open the program with an address on 
“Facing the Changes of Today and 
Tomorrow.” In this talk, as in all other 
parts of the program, emphasis will be 
placed on changes in social and eco- 
nomic life, and those which seem im- 
minent, and how the life insurance 
business has kept pace with those 
changes. 

The radio preview will be a complete 
staging of one of the programs in the 
series produced weekly by the Mutual 
Broadcasting System in cooperation 
with the institute. Following this, Dr. 
Louis I. Dublin, institute consultant on 
health and welfare, will speak on “Life 
Insurance Looks at Health and Wel- 
fare.” 

The balance of the morning session 
will be given over to a report on insti- 
tute activities, led by President Holgar 
J. Johnson. Dudley B. Martin, director 
of the press division, will speak 
on “Press Activities Meet Changes.” 
Donald F. Barnes, director of the pro- 
motion and advertising division, will 
speak on “How America is Changing— 
the Cooperative Advertising Program.” 
Mrs. Marion S. Eberly, director of the 
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NALU Trustees Like Challenge of Change 


BUTLER DEATH OPENS POST 


See Knowlton V.-P., 
Leggett as Chairman 
at NAIC Fla. Rally 


Notices have been sent to the com- 
missioners that at the mid-winter 
meeting of NAIC at Miami Beach 
elections will be held to take care of 
the situation caused by the recent 
death of George B. Butler of Texas. 
Mr. Butier was vice-president of NAIC 
and would have become the president 
at the June, 1954, meeting which is 
the annual gathering. The normal pro- 
gression is from chairman of the ex- 
ecutive committee to vice-president so 
that Donald Knowlton of New Hamp- 
shire in December is due to be ad- 
vanced to vice-president and accord- 
ing to all the signs in the sky at 
present C. Lawrence Leggett of Mis- 
souri is due to be elected chairman of 
the executive committee. 








Supreme Court Won't Hear 
Service of Process Cases 


WASHINGTON—The U. S. Supreme 
Court denied certiorari writ in No. 322, 
Iowa State Traveling Men’s Associa- 
tion vs. Parmalee (the unauthorized 
insurers service of process case), but 
Justices Reed and Jackson were of 
opinion it should have been granted. 

The court also denied certiorari in 
No. 302, Kugler vs. Philadelphia Fire 
& Marine. 

In Dalehite vs. United States (the 
Texas City case), the court denied mo- 
tion for leave to file petition for re- 
hearing, with the Chief Justice and As- 
sociate Justices Douglas and Clark tak- 
ing no part in consideration or decision 
of the matter. 








women’s division, will speak on “How 
Changes Affect American Families.” 
Edward B. Burr, director of the edu- 
cational division, will speak on “The 
Changing Pattern of Education.” 
Following the luncheon will be the 
business meeting and election. 








Late News Bulletins... 








Rule on Hobart, Oates Favors Taxpayer 

The U. S. court of appeals for the seventh circuit has handed down a deci- 
sion favorable to the taxpayer in U.S. vs. Oates. 

This is the famous case in which James F. Oates, former general agent for 
Northwestern Mutual Life at Chicago, arranged to receive $1,000 a month from 
Northwestern for a period of 15 years in lieu of the renewal commissions that 
he would customarily have received following his retirement over a period of 


nine years. 


He would, of course, have had an especially heavy income from renewals 


during the first year after retirement. 


Asks N. Y. Investigation of Insurance 

NEW YORK—Max Turshen, Brooklyn Democrat, and member of the assem- 
bly insurance committee, made daily paper headlines this week with his demand 
that the legislature investigate all life companies licensed in New York. His 
announcement that he would introduce a bill when the legislature convenes in 
January was due partly to criticisms made in the insurance department examin- 
ation report on Equitable Society and partly to his contention that companies 
don’t try hard enough to find “lost” policyholders to whom surrender values are 
due and that companies fail to tell rated risks that they are entitled to reduc- 


tions if the cause of rating is removed. 


Turshen is a member of the minority party and is not known as a leader in 


(CONTINUED ON 


PAGE 28) 
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Richard E. Pille 
Takes LIAMA Reins 


at Chicago Annual 


Many Sided Program 
Draws 800 to Make 
Meeting Biggest Ever 

By CHARLES C. CLARKE 


A program that embraced practical- 
ly all aspects of the many faceted job 
of managing an agency drew some 800 
executives to Chicago this week to 
make the LIAMA annual meeting 
there the best attended ever. Rounding 
out the program were other talks more 
particularly in the agency officer’s 
province. That it was truly an agency 
officer’s meeting is evidenced by the 
fact that some 30 such executives par- 
ticipated in the program. 

Richard E. Pille, vice-president in 
charge of agencies for Mutual Benefit 
Life, was elected president at the 
Thursday session and introduced at 
the close of the meeting. 

An LIAMA director for two years, 
Mr. Pille has been extremely active in 
insurance organization activities. He 
entered the business in 1930 with 
Travelers, switching to Connecticut 





Grant L. Hili 


* Richard E. Pille 


Mutual as a New York City agent in 
1935. In 1945 he was named education- 
al director of Connecticut Mutual and 
thus became the company’s youngest 
officer at that time. He joined Mutual 
Benefit in 1947 as associate director of 
agencies, advanced to director of agen- 
cies the following year and in 1949 
was named to his present post. He is a 
graduate of Harvard University. 

Elected as new directors were Stan- 
ton G. Hale, Mutual Life; Charles H. 
Heyl, Bankers Life of Nebraska; 
Steele C. Mackenzie, Dominion Life, 
and Frank Vesser, General American 
Life. 

Two days of well attended commit- 
tee meetings preceded the first gen- 
eral session Tuesday morning that fea- 
tured two forum discussions, one on 
“How Advertising Pays Off for Us”, 
with D. Bobb Slattery, Penn Mutual, 
as chairman, and the other on “What’s 
Hot in Washington”, in which Robert 
L. Hogg, executive vice-president and 
general counsel of American Life Con- 
vention, and Eugene M. Thore, general 
counsel of Life Insurance Assn., gave 

(CONTINUED ON PAGE 28) 
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Improve Grooming 
of Life Supervisors, 
Zimmerman Says 


Bring Insurance Within 
Reach of Middle Incomes, 
LIAMA at Chicago Told 


Using as a discussion pattern a 
letter that could well have been 
written to a seeker into the opportuni- 
ties in life insurance, Charles J. Zim- 
merman, managing director of LIAMA, 
told his organiza- 
tion’s annual rally 
at Chicago this 
week that there is 
a need for im- 
provement in the 
supervisory realm 
of the business. 

This goal must 
be accomplished on 
two fronts, Mr. 
Zimmerman said. 
A good criterion 
of management 
must be adopted 
to raise the level of supervision, and 
to meet this standard, selection, train- 
ing, supervision and compensation of 
managers must be sharpened and 
elevated. Secondly, Mr. Zimmerman 
said, sub-standard management must 
not be winked at. “We must no 
longer tolerate outright poor manage- 
ment or no management at all. The 
establishment of post-selection stand- 
ards for managers are, however, of 
no avail at all unless we simul- 
taneously and systematically set about 
establishing a procedure whereby we 
can begin to develop a pool of mana- 
gerial material,” he declared. 





Zimmerman 


Charles J. 


Mr. Zimmerman’s mythical letter 
was frank to the point of asking at 
the end, “Does this sound too far- 
fetched?” To the inquiring job-seeker 
he had written, “Our agency (on 
which the query was based) is not 
one of the best. In the past five years 
our manager has put 23 men under 
contract, of whom only two are still 
active ... but at this writing, we do 
not have any likely looking candidates 
available, nor do the prospects in the 
near future look promising . .. we’re 
just a little discouraged about the... 
setup. We have had a considerable 
turnover of managers .. . and we are 
not at all sure that if we replace the 
present incumbent we can improve 
upon the situation.” 


The speaker indicated the vital role 
the manager plays by quoting from 
LIAMA studies which showed that 
success or failure of a new sales 
recruit can be predicted with fair 
accuracy on the basis on which the 
manager hired and wiii supervise him. 
“pome managers can anda do give a 
mew recruit tnree tumes as good an 
expectancy as owners,” he sala. 

Tnis introduces questions which 
arise in tne mind of tne recruit and 
woich tne nome oifice lunds it must 
auswer ii tne new saiesman Is lo con- 
luQue tO entertain DIS iMillds COLIUSI=- 
asin. Way isnt seiection, wailing and 
supervision OL Managers On a par 
witn that lor agents/ tne new man Is 
bouna to ask. Why are managers 
urged to recruit anead oL needs ior 
mus agents, wnue at tne same ume 
lais 1S Not done at tne home office in 
tne case Ol tne Managers tnemseives? 
Why isnt the imevitaoie “erosion” of 
Managers given tne same priority as 
“erosion” ol agents, wnich tne com- 
pany protects itself against by constant 
recruung and adding to ils saies torce? 
Wny are rigid post-seiécuon stanaards 
lor agents coupied with apathy toward 
lauing Managers who, in talung, fail 
ime men unaer them? Why aren't 
lunancing pians for the new managers 
on a ievei with the very serviceabie 
pians tor new agents? Finally, he 
said, “Why is it that our home officers 
nope to attract permanent agency de- 
partment personnel when they pay, on 
the average, considerably less to such 
men that these men can make in the 
tield?” 

The letter-writer received this sug- 
gestion trom Mr. Zimmerman: “In 
my opinion, your choice of company 
is not so important as your choice of 
agency. There are many good com- 
panies, but more important than com- 
pany is the agency with which one 
becomes affiliated. It is here that the 
man will get his training and his 
supervision. It is here that he will 
find either a success atmosphere which 
makes it easier for him to succeed or 
an atmosphere which makes it more 
difficult for him to succeed.” 

For this reason the neophyte must 
consider these elements, Mr. Zimmer- 
man said: “Who will be his trainer 
and supervisior and will he be the 
type of person he will respond to, will 

(CONTINUED ON PAGE 26) 





Franklin Life Hits Fortune 


Franklin Life and President Chas. 
E. Becker were featured in the “In 
the News” department of the Novem- 
ber issue of Fortune magazine because 
of the company’s recent purchase of 
the million dollar UNIVAC electronic 
calculator manufactured by Remington 
Rand. The article said it was the first 
sale of UNIVAC to private industry. 


LIAMA CHICAGO FEATURE 





4 Executives Tell How Their Companies 
Are Tackling the Problem of Recruiting 


A “fear psychosis” with respect to 
agent turnover has resulted, in part, in 
a “lousy job of recruiting because of 
fear of criticism” and in part, in the 
conviction that attracting new agents is 
“a hell of a tough job” and that the 
only solution is to get along with as 
few men as possible, Charles H. Heyl, 
agency vice-president of Bankers Life 
of Nebraska, declared at a “New Man- 
power” panel, others being Charles 
Schaaff, vice-president of Massachu- 
setts Mutual; Clarence B. Metzger, 2nd 
vice-president of Equitable Society; 
and Harold I. Weir, assistant general 
manager and superintendent of agen- 
cies of London Life of Canada. 

“TI think we have become extremists 
on the subject of ‘agent turnover,’” 
Mr. Heyl declared. His own views on 
the matter, as expressed to his col- 
leagues of Bankers Life, is: “I don’t 
give a darn about turnover—just be 
sure you have somebody to turn.” 

Responsibility for individual field 
leadership is placed by his company 
on its general agents and managers, 
and “we support them with the most 
realistic basis of compensation reward 
for doing so, that we can devise,” Mr. 
Heyl said. 

What type of man can best be per- 
suaded to enter the business? The man, 
Mr. Heyl said, who recognizes an “op- 
portunity to improve his lot in life” 
because this “is probably one of the 
most satisfying experiences any man 
can have.” As proof of this theory, he 
said, “the stable, and permanent and 
successful life insurance agents for 
Bankers Life of Nebraska are almost 
without exception men whose initial 
financing requirements were modest, 
even by today’s high cost-of-living 
standards, regardless of who provided 
the funds.” 

But why only this kind of man? 
How about the new agent who has 
arrived at a comfortable standard of 
living before entering the business? 
Mr. Heyl looked at it this way: “I 
have heard general agents in our own 
company insist that they would not 
have anybody in their office who did 
not have to earn at least $500 a month. 
I understand the reasons which prompt 
that assertion, but I just can’t agree 
with the conclusion. It is, so far as 
our own experience is concerned, prac- 
tically a foregone conclusion that fi- 
nancing costs in any such case will run 
well above $5,000, and I must admit 
that our record in trying to make suc- 
cessful life insurance agents out of 
men in that category is a very dismal 
one indeed.” 





Early 1954 Dividend Action as Announced by Companies 





Funds Left with Company 





Funds Left with Company 
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(a) 4% on Interest Income option (b) All policies have been issued at current rates. 


Mr. Schaaff reported how 
chusetts Mutual cleaned house in Ma 
of 1951, instructing its general ‘se| 
to terminate the contracts of all agen, 
who, in the opinion of the g 
agents, had not or could not make; 
living in the business. “During the y 
days following the mailing of th 
questionnaire our general agents tem. 
inated 102 full-time contracts, or aboy: 
10%,” he reported. 

This action followed realization by 
the company that recruiting of ney 
men had been spasmodic and “it wx 
evident that we were retaining ty 
many marginal producers as full-tin, 
men.” 

What were the results of this move’ 
Mr. Schaaff reported it thus: “A sum. 
mation of the individual agency objec. 
tives gave us a five-year goal of 1,25 
full-time men by June 1, 1956. This 
meant a net gain of 82 per year, which 
doesn’t seem like a very heavy quota 
for a company with 90 agencies, but 
it is interesting to note that if we had 
averaged a net gain of 82 men pe 
year during the preceding 10 years, 
our present full-time strength would 
be more than double the present fig. 
ure.” 


One of the main points in manpow- 
er development, he said, is close su- 
pervision until the agent is really es- 
tablished in the business, and “you 
may say a man is never finally estab- 
lished, but I say, if you can’t get him 
to that point within three years you 
will end up with ulcers—and you 
know the trouble with ulcers is even 
if you get them, you aren’t necessary 
successful.” 

In January, 1940, Mr. Metzger re- 
ported, Equitable Society abandoned 
agency production requirements in 
terms of dollar volume, or premiums 
and number of cases, and established 
first-year commission earnings for in- 
dividual salesmen, unit and agency 
production. “To my knowledge,” he 
said, “we are one of the very few 
companies of the 600 odd who follow 
this practice today.” 

Equitable sets the new agent’s sales 
objectives at the time he is hired, Mr. 
Metzger said. The unit manager es- 
tablishes his “success formula” and is 
the key figure in most of these early 
stages, the speaker said. He is also 
brought in on deliberations on com- 
pany training material, and this, to- 
gether with his close association with 
the recruits, allows him to play a vital 
role in their development. 

Equitable, Mr. Metzger emphasized, 
makes a point of directing certain 
training techniques toward individual 
agents, depending on their educational 





| 





backgrounds and the kind of markets 

they are being groomed to serve. 
“We place no men under contract on 

a part-time basis. We are not interest- 


ed in hiring men who are with or | 
have been with other companies. Nine- — 


ty-seven per cent of our sales force 
have had no life insurance experience 
other than London Life.” This, said 
Mr. Weir, is his company’s basic prin- 
ciple regarding new men. “Three- 
quarters of our recruits in the in- 
dustrial branch are located or recom- 
mended by debit agents,” he added. 





e Jackson Life of Little Rock and 
Stuyvesant Life of Allentown, Pa. 
have been licensed to enter Louisiana. 
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Dignitaries at the Chicago LIAMA convention: seated, H. P. Anderson, Life 
of Virginia; Charles J. Zimmerman, LIAMA managing director; Frank Maher, 
John Hancock; standing, William P. Lynch, Prudential, and James G. Bruce, 
Colonial Life. 


LIAMA Company Relations Staff Tells 
How Insurers Solve Vexatious Problems 


A broad range of insurance prob- vision and by selling the fact that time 
lems was covered at the “Let’s Talk indemnity is basic coverage while hos- 
Shop” panel Tuesday during the LIA- pital is supplemental. While the com- 
MA Chicago convention. With Lewis pany admitted reduced commissions 
W. S. Chapman, director of company were a major factor in controlling the 
relations for LIAMA, as moderator, volume, the emphasis in training and 
reports on the more current topical supervision in “creating the right men- 
interests were made by these company tal attitude’ helped overcome the 
relations staff members: Donald agents’ opposition to lower commis- 
Bramley, William O. Cummings, Stu- sions and actually resulted in a better 
art C. Ferris, Richard N. Ford, Burkett trained and more fervent sales organi- 
W. Huey, Brice F. McEuen, Frederic M. zation. 

Peirce, C. K. Reid, II, S. G. Shackel- Mr. Ford reviewed company efforts 
ford, Stanford Y. Smith and William in making it easier for the public to 
H. Whorf. Mr. Chapman posed ques- buy life insurance, referring particu- 
tions, with the several panelists follow- larly to plans used to make it easier 
ing through with what they have found and less costly to pay premiums 
to be current thinking. monthly. He described one plan under 

Considering debit consolidation, Mr. which monthly checks are authorized 
Bramley said that while it might ap- by the policyholder but written by the 
pear to be the opposite of expansion company. 
still it doesn’t seem to be a backward 
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movement. An LIAMA study in one 
combination company shows that as 
debit size increases, agent turnover 
tends to decrease, weekly premium and 
ordinary production tend to increase, 
and weekly premium lapse ratio tends 
to go down. This, and similar evidence 
in individual companies, he said, has 
given impetus to the debit consolida- 


A successful plan used by one com- 
pany to help agents remove financing 
deficits was explained by Mr. Huey. 
While not absorbing the balance, the 
company takes a middle ground by 
paying the agent his full commissions, 
including deferreds, renewals, bonus- 
es. The agent is asked to contribute 2% 
of his monthly commissions to liqui- 


tion idea. date the balance, and is given several 
° a. __ other ways to pay off the amount more 
Mr. Cummings, weighing the merits quickly. He is allowed certain credits 


of organized sales talks, pictured them 
as a great assist for the average agent. 
Getting many agents to use them, how- 
ever, presents a problem. He offered 
the use of recorded sales talks and 
presentations as one especially effec- 
tive method. One company, after build- 
ing and field testing a talk in the usual 
manner, with a visual aid to match, 
had it recorded, thereby enabling a 
trainee to follow the presentation 
Closely, even to reading the talk aloud 
In unison with the recording. 

Mr. Ferris told what one company 
did to control its volume of hospital 
insurance. This company decided there 
were five approaches to the problem: 
Increased premiums, setting up of ar- 
bitrary acceptance ratios, reduction of 
commissions, reduction of credits to- 
ward production awards and creating 
the right philosophy. Though ultimate- 
ly the company utilized only the final 
three it was the last that got particular 
attention through training and super- 


for helping to recruit new agents, for 
successfully completing a home office 
school, maintaining production equal to 
the monthly average of the previous 
six months for the first six months 
after financing stops, and holding the 
same average during the next six 
months. Through the various incen- 
tives, the company is prepared to write 
off up to 95% of an agent’s debit bal- 
ance, but it never gives him the idea 
he has a free ride. Of the 51 men who 
started on this plan, 49 are still with 
the company. 

How one agency officer made use 
of the Handbook of Production Data 
which gives the yearly ordinary pro- 
duction of 3,600 agencies of 96 com- 
panies in the U. S. and Canada, fea- 
tured Mr. McEuen’s talk. The officer 
drew up a set of matching figures for 
his own agencies, comparing them by 
production according to length of exis- 
tence and by cities. Agency managers, 

(CONTINUED ON PAGB 27) 


Gov't Examining 
Glass Put on New 


Insurance Area 


Thore Tells LIAMA 
Health Legislation 
May Be in Offing 


The beginning of a new type of 
government inquiry affecting insurers 
which portends a federal legislative 
program in the health insurance field 
was evaluated by Eugene M. Thare, 
general counsel of Life Insurance Assn., 
in his address at the LIAMA conven- 
tion in Chicago this week. 

Instead of questioning on economic 
and financial activities to which the 
industry has become _ accustomed, 
Mr. Thore said Congressional ex- 
amination recently has been focused 
on the services being provided by in- 
surers in the health field. Hearings 


already have been held on the sub- 
ject, at which life insurance repre- 
sentatives made presentations, before 
the house committee on interstate and 
foreign commerce. 
This committee, 
known as the 
Wolverton com- 
mittee, is conduct- 
ing hearings to de- 
termine the prog- 
ress made in con- 
trolling major dis- 
eases and then is 
to hold other hear- 
ings to find out 
how people can 
provide protection 
against their eco- 
nomic impact. 

“It became apparent,” Mr. Thore 
observed, “that the committee’s staff 
was interested in making a detailed 
analysis of the terms of private 
health insurance policies and the 
practices of private insurers.” 

In mid-October, less than 60 days 
after being informed of the investiga- 
tion, “the insurance business was in- 
volved in an extensive inquiry in the 
field of health insurance,” the speaker 

(CONTINUED ON PAGE 23) 
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4 FeNATIONAL UNDERWRITER November 13, 
LIAMA Panel Describes Five Successful Programs ng 3 F aed ——.. effort LIAMA RALLY 
CONSUMER ADVERTISING HELPS “On over-all results, the total direct- Rutherford Tells 
RECRUIT AGENTS, BOOST SALES of tem agencies reporting at the cam- LOW Prudential 


How consumer advertising returned 
big dividends for five large life com- 
panies, both in sales and in recruiting 
agents, was told by five members of a 
public information forum at the Chi- 
cago convention this week of LIAMA. 
D. Bobb Slattery, vice-president and 
superintendent of agencies of Penn 
Mutual Life, was chairman. 

“There’s Nothing Like a Fact” was 
the subject of Margzret Divver’s re- 
port on her company’s “first experi- 
ence in using newspapers in a big 
way.” 

The advertising manager of John 
Hancock described it as an experimen- 
tal campaign in 10 major cities with 
the objective “not to obtain direct 
leads for our agents, but to startle 
people into a realization of the inade- 


quacy of their life insurance holdings.” 
The appeal stemmed from a recent 
Institute of Life Insurance study re- 
vealing that two-thirds of U. S. fam- 
ilies with life insurance own less than 
the equivalent of one and one-half 
year’s family income. 

To help agents tie into the campaign, 
Miss Divver said the company’s ad- 
vertising department “set up an ad- 
vance mailing procedure for agents, 
which consisted of post cards contain- 
ing the headline of the advertisement 
and the illustration with the legend, 
‘Watch for this in your newspaper,’ 
with the date.” Agents mailed these 
cards, as well as reduced ad imprints, 
to lists, then followed them up. 

Agency sales results, according to 
Miss Divver, were “almost in direct 
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A Navy Chaplain, aboard the Cruiser New Orleans, uttered the above, 


oft-repeated, famous statement. It 


life insurance representative. Pan-American Life Insurance Company 
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Fine training 


Excellent sales aids 
Highly competitive merchandise 
Career contract for career men 
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paign close, exclusive of weekly and 
monthly premium, amounted to $1,- 
683,700. Space costs were $39,518. She 
said much business, not directly tra- 
ceable, also resulted and that “future 
business is in the mill as a consequence 
of the original calls made in connec- 
tion with the campaign.” 

Commenting on one agent’s report 
that a friend with another company 
had closed a reluctant prospect “be- 
cause of the impression made by John 
Hancock’s advertising,” Miss Divver 
said her company has learned that 
“this is true of all good life insurance 
advertising ...it helps every agent of 
every company.” 

“We built everything around the 
agent,” Karl Ljung said in his report 
on Jefferson Standard’s “Mr. 4%” ad- 
vertising campaign which ran in the 
company’s home state of North Caro- 
lina for 10 weeks in 1952. 

As a result, he said, agents were 
enthusiastic about the campaign which 
also appealed to the public because 
“it told our policyholders and poten- 
tial policyholders about substantially 
increased benefits—over and above 
guaranteed benefits called for in the 
policy.” 

Mr. Ljung, who is vice-president in 
charge of agency eperations, outlined 
the background of the campaign, 
stating that Jefferson Standard “has 
for many years earned a high rate of 
interest on invested assets.” 

He said the company passes bene- 
fits along to policyholders and cur- 
rently pays 4% interest on both divi- 
dends and policy proceeds. To capita- 
lize on this unique situation, Mr. Ljung 
said “we decided to build our adver- 
tising campaign around a character 
or rather a caricature called ‘Mr. 4%.’” 

The campaign used three media at 
the statewide level—newspaper adver- 
tising, television, and outdoor—in a 
campaign, “designed to call favorable 
attention to Jefferson Standard and to 
afford the insurance public a clearer 
understanding of the real value of our 
4% interest.” Mr. Ljung said other 
promotional activities were at the 
local level, the most important being 
direct mail. 

The company prepared a special kit 
to equip its Mr. 4% “with a wide as- 
sortment of advertising material and 
sales aids.” As a result of this and 
other widespread promotional effort 
at the local level, Mr. Ljung reported 
that “the Mr. 4% idea seems to have 
caught the fancy of our agents—so 
much so in fact that we still feature 
Mr. 4% in much of our advertising 
and sales material.” He mentioned 


(CONTINUED ON PAGE 27) 





Builds Its Leaders 


Poor, ineffective leadership may , 
more responsible for failures 
agents than errors in recruiting an, 
training, James E. Rutherford, vicg 
president of Prudential, told 
LIAMA annual rally at Chicago thy 
week. a 

In a talk presented in a novel way. 
a dialogue between himself and jy 
alter-ego in which the latter 
Mr. Rutherford on a point basis for 
each question he was asked—Prude 
tial’s executive declared that this os 
sible flaw in leadership is being met 
by his company through agent training 
on the district level, making improve 
training for the district managemen 
team a “must”’. 





Prudential’s leadership programs fo} said t 
district managers and staff managers} procee 
Mr. Rutherford said, are charged with} study 
the crucial responsibility of lessening} from S 
the “appalling wastage of human re} pected 
sources represented by high turnover} howevé 
and failure of too many agents to ap.| examir 
proach, even remotely, their individual} ing of 
potential of performance.” Mr. 

e e e happer 

He opined that “changing times re-| |ife ins 
quire vastly improved methods of sel-} determ 
ection for the future” and that “con-! money 
siderable work needs to be done on} the ni 
measures of managerial performance} done | 
of...factors (of managerial ability) at} aside 
time of selection.” by tre 

Mr. Rutherford’s home office en-| the cc 
deavors to keep flowing to the fielda| referré 
steady stream of sales ideas, and these,| exten¢ 
coupled with careful planning, form At 1 
the basis for what the company hopes| “Wea 
will create “excited, enthusiastic lead-| big th 
ership”. nous | 


The closest possible contact between 
agents and managers is a necessity, Mr. 
Rutherford said, and his company 
hopes through its regional home offices 
to achieve this aim, and at the same 
time, “retain such advantages as come 
from size...The establishment of re- 
gional home offices puts agency offi- 
cers closer physically to our field peo- 
ple with the result that they are better 
able to build those bigger concepts of 
the man, the job, and the opportunity.” 

Agency management also takes in 
the subject of meetings, and on this 
Mr. Rutherford had this to say: “If 
the meeting doesn’t have a purpose it 
shouldn’t be held. If it can’t be made 
interesting to those in attendance, it 
does more harm than good.” 





Subcommittees of Assn. of the Bar 
of New York City for the coming year 
include life insurance, James J. 
and group, pensions and annuities, 
Denis B. Maduro. 








OCTOBER WAS A BANNER MONTH 


OCTOBER 2 


OCTOBER WAS A BANNER MONTH OCTOBER WAS A BANNER MONTH 


On this day, thanks to the 
ability, zeal and enthusi- 


asm of our field associates, 


OCTOBER 6 


the Company reached $250 


million of insurance in 


force. 





Twenty-six years ago to- 
day Bankers National Life 
commenced business. Our 
first quarter century has in- 
cluded a major depression, 
a major war, and period 
of extraordinary inflation. 
Through it all the Company 
has prospered. 
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RL. Hogg Evaluates 
change in Washington 
Picture for. LIAMA 


Robert L. Hogg, executive vice-pres- 
jdent and general counsel of American 
Life convention, 
in his talk before 
the annual meet- 
ing of LIAMA this 
week at Chicago 
sized up changes 
in the Washington 
“atmosphere” that 
have come about 
during the past 
year as a result of 
the change in ad- 
ministration. 

In domestic 

Robert L. Hoge matters, Mr. Hogg 
said the new administration has 
proceeded on a basis of appraisal, 
study and projection, shying away 
from sudden changes. It can be ex- 
pected within the next few months, 
however, that these subjects will be 
examined more critically for the chart- 
ing of future legislation, he added. 

Mr. Hogg referred to three specific 
happenings of direct interest to the 
life insurance business. He said a more 
determined position against cheap 
money policy was promptly taken by 
the new administration, much was 
done in the area of social security, 
aside from dramatizing its importance, 
by treatment at a cabinet level, and 
the company income tax act that is 
referred to as a stop-gap formula was 
extended to include 1953 business. 

At the federal level, Mr. Hogg said 
“We are apt to think in terms of a few 
big things rather than the multitudi- 
nous small things. Yet the best inter- 





ests of our business require just as 
careful attention to, and probably more 
time, for these small items than to 
some one item big in size.” For exam- 
ple, he said, during the past few 
months, ALC, LIA and NALU inten- 
sified their efforts to obtain amend- 
ments to the internal revenue code 
which, among other things, would re- 
vise the “present illogical method of 
taxing annuity income.” 

Referring to the regulations issued 
by the defense department governing 
life sales on military bases, Mr. Hogg 
said this former problem can now be 
regarded as solved, with only minor 
facets arising in the future. The policy 
adopted is felt to have been a construc- 
tive approach to the problem, even 
though the suggestion of insurers that 
soliciting agents and companies be re- 
quired to have licenses in the state 
in which the military post was located 
was not incorporated into the regula- 
tions. 


e e e 

After the success of the program has 
been established, the speaker predicted 
that there will be some liberalization of 
the requirements, probably in the form 
of limiting the application of the de- 
tailed regulation to soliciting as it re- 
lates to enlisted men of the lower three 
grades. 

Mr. Hogg also mentioned the senate 
judiciary committee study of mail or- 
der insurance, terming it quite compre- 
hensive in that it covers all branches 
of the business. The investigating 
committee, he said, has been in touch 
with the various insurance commis- 
sioners, and information from those 
sources indicates that more than 300 
companies of all kinds are selling in- 
surance by mail in states where they 
are not authorized to do business. 

“We are not alarmed about the 
matter,” Mr. Hogg said. “Senator 
Langer (committee chairman) at the 

(CONTINUED ON PAGE 25) 








Enjoying a lighter moment at the annual sessions of LIAMA at Chicago; 
Clifford L. Morse, Phoenix Mutual Life; Eber M. Spence, American United Life; 
Frank L. Whitbeck, Jr., Union Life of Little Rock; Homer C. Chaney, New Eng- 
land Mutual, and H. G. Kenagy, who is now assistant to the president of Dick- 
inson College and formerly was with Mutual Benefit Life. 


ANICO representatives 


are Anico’s Dest 
advertisements 





L. E. BALDWIN 
Manager, 
Salt Lake Ord. Agency 


Layton Baldwin is an outstanding exam- 
ple of Anico career mg sete Mr. Baldwin 
became an agent for the Company April 
15, 1939, with previous insurance ex. 
perience. Success in following training 
brought early sales success and promotion 
to supervise a unit of the Salt Lake City 
Agency. Success in recruiting and train- 
ing brought further promotion to man- 
agership of the Agency on January 1, 
1944, when an opening occurred. Since 
that date the Salt Lake Agency has con- 
sistently been in top production positions 
and was accorded the honor of being se- 
lected ‘“‘Most Outstanding Agency” in one 
year. Layton E. Baldwin is a star example 
of the Anico Career program. 
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A working contract that permits outstanding earnings. 






Policies that stand out in value against any competition. 
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* A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 
succeeds. 

* The most modern and effective selling aid program that 
can be devised. 
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OCTOBER WAS A BANNER MONTH OCTOBER WAS A BANNER MONTH OCTOBER WAS A BANNER MONTH 


In Chicago the Company's 


founder-president, 
R. Lounsbury, was installed 
as president of the Ameri- 


OCTOBER 14 


Ralph 


can Life Convention for 
1953-1954. 


OCTOBER 30 


A look at the past twelve 
months—the first year of 
our second quarter century 
—shows life business 
booming, an average new 
policy size of $6,554, and 
new Accident, Health and 
Hospital premiums up 
45% over last year. 
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Among the par- 
ticipants in the 
L.LA.M.A. adver- 
tising panel at 
Chicago were 
Morgan S. Crock- 
ford, Excelsior 
Life; Karl Ljung, 
Jefferson Stand- 
ard, and Frederick 
Keifner, Provident 
Mutual. 











Lafayette Life Names 


Six General Agents 

Lafayette Life, which was licensed 
in Virginia last summer, and has also 
entered Wyoming, has appointed six 
new general agents. 

General Agent Jerry Lawrence of 
Hampton, Va., was formerly with 
Shenandoah Life for two years and 
with Protective Life from 1949 until 
being appointed by Lafayette Life. 
Truman S. Fleming and C. Philip Ma- 
chen were appointed general agents 


at Norfolk in October. Both men were 
formerly with Standard Life of In- 
diana. 

In Wyoming, Lawrence E. Sherwood 
has been appointed general agent at 
Casper. Formerly of Lincoln, Neb., 
he was with John Hancock. 

William Brill of Cincinnati, who was 
with Manhattan Life, was appointed 
general agent there for Lafayette. 
Stephen E. Prout, formerly with Uni- 
ted Benefit Life and in the insurance 
field over 20 years, was made general 
agent in Zanesville, O. 
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views. Recently introdtc: 
an integral part of the Gen 
Incomé 
and Mortgage Insurance Kits, 
these sales training records 
are helping to break produc- 
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LIFE !NSURANCE 
COMPANY OF IOWA 


Maher, Morse Tell 
LIAMA Importance 
of Quality Business 


The whys and wherefores of acquir- 
ing quality business were outlined by 
Frank B. Maher, vice-president of 
John Hancock, and Clifford L. Morse, 
secretary and director of agencies of 
Phoenix Mutual Life, at the Wednes- 
day session of the LIAMA annual 
meeting in Chicago. 

“I want to throw down a challenge 
before all of us as agency officers to 
implement in a practical way that in- 
tellectual acceptance which the sales 
leaders of the life insurance industry 
give generally to quality business,” 
Mr. Maher declared. “The need for 
quality business is fixed firmly in our 
minds but are we quality conscious to 
the point that it is an integral, inti- 
mate part of our operation, translated 
into effective action at every point 
along the way? Have we pursued qual- 
ity business, for instance, with the 
same resourcefulness and acumen dis- 
played in leading the sales organiza- 
tions of the life insurance business 
year after year to greater and greater 
heights in the production of new busi- 
ness? If we haven’t been doing that, 
the time is mow—for therein lies the 
‘big pay-off’.” 


Mr. Maher expressed the belief that 
quality business is not a specialized 
function of an agency department or 
something to be done by the quality 
business committee. “It is the life 
blood of the life insurance business 
and, therefore, the very essence of our 
work,” Mr. Maher said. “In other in- 
dustries articles are made to sell and 
then made again, profit being largely 
in turnover. We sell our product to 
keep it in force. The benefits which 
accrue to all in interest arise out of the 
volume of business in force, not simply 
out of the volume of sales. Building 
quality business is nothing other than 
building a life insurance business.” 

In discussing the importance of 
quality business, Mr. Maher pointed 
out that a company’s and the indus- 
try’s public relations are affected by 
persistent business. “People who main- 
tain their policies in force are satis- 
fied with life insurance as an institu- 
tion, while those who do not maintain 
them in force are likely to be critical 
of the business and of those with whom 
they have come in contact in it.” Mr. 
Maher also commented on the effect of 
the lapse rate on dividends; the ef- 





fects of persistency on net Cost; the 
fact that persistency and growh 
means sound, healthy, company grow}, 
which redounds to the credit of ty 
agency officer; and the effect of pe. 
sistency on manpower and the prody., 
tion effort. 

Mr. Morse, telling of methods usq 
to promote quality business, Said, 
“Several months back the LIAM, 
quality business committee, wor! 
with staff members of the associa 
selected 36 member companies why 
were known to be active in 
with the problem of persistency, Aj 
inquiry was sent out in which 
company was asked to describe how i 
attempts to promote better j , 
The response was gratifying and yw 
are greatly indebted for their coope. 
ation. As a result, we have gather 
together in one booklet the selecta 
persistency control methods being usej 
successfully in these 36 companieg” 
How Improve Persistency? as this 
booklet is entitled, contains specific 
procedures. 


“One section,” Mr. Morse said, “has 
to do with methods of rating new busi- 
ness. More comprehensive informa. 
tion regarding commission contracts 
and their use to promote quality busi- 
ness is covered in the section on agents’ 
compensation. Approximately one. 
fourth of the contributing companies 
pay a persistency bonus for quality 
business, while three do it in reverse 
by applying a penalty for poor per- 
sistency.” 

“Among the most important institu. 
tional promotions that influence qual- 
ity business is, of course, the National 
Quality Award,” Mr. Morse said. “The 
National Quality certificate has be- 
come a highly regarded award that is 
recognized by the public. It is also 
strongly desired recognition among the 
agents. Over 10,000 qualified for it 
this year, and, properly promoted by 
your company, it can help to raise 
your over-all persistency many, many 
points.” 

Mr. Morse emphasized, “This job of 
agency management is one that calls 
for sound principles and right prac- 
tices, for deeds as well as words. We 
hope that you personally will accept 
the responsibility of follow through to 
make sure that job is done.” 

“Your real pay-off,” Mr. Morse 
said, “will come as a result of your 
actions in doing the things that reduce 
lapse. The big pay-off will come 
through improved relations with the 
policyowner public, lower expense ra- 
tios and a faster rate of net growth.” 

Mr. Morse announced the comple- 
tion of the booklet NQA Promotion by 
the quality business committee. 





Na] 











Shown at the Chicago annual meeting of LIAMA: Sayre MacLeod, Pruden- 
¥ «| tial; J. A. McAllister, Sun Life of Canada; S. Rains Wallace, LIAMA director of 
research, and Arwood Henderson, Aetna Life. 
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- ae Do YOU want to sell more life insurance? 
being used 
‘ompanieg” 
2 os An officer of a large insurance company wrote: July 23, 1953 
NS specific 
“This letter is to let you mow how much inspiration and mental 
said, “has stimulation I have already received from Dr. Hill's book, ‘How to 
new busi- Raise Your Own Salary.’ The title seems to me to be am understatement, 
informa. because in reality it is a comcrete and practical philosophy for living. 
aim oe “The information and thoughts contained im this book constitute an 
: pons usi- ideal answer to those who would seek to undermine ‘Americanism’ 
sie = with their falsehoods and economic theories which history has proved 
r “al to be impractical and morally wrong. 
or quality “IT went to church last Sunday for the first time in many years and 
In reverse believe it or not, the minister preached a sermon on mental attitudes. 
poor per- I am going to continue with persistence to train my mind to eliminate 
negative thoughts and substitute positive thoughts. 

t institu. 
vay “Common sense has convinced me that any impulse of thought can be 
2 National transmuted into its physical equivalent by a burning desire and 
said. “The persistent faith in Infinite Intelligence.” 
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rd that is 


tsa /Read and study ‘“‘How to RAISE Your Own SALARY”’ 





W. CLEMENT STONE LEE BRAXTON EDWARD CHOATE EARL NIGHTINGALE 
President of the Combined Group Bank President and Life Member of the Well-known Radio and 
Insurance Companies Mayor of Whiteville, N. C. Million Dollar Round Table Television Personality 


‘Tve given away several thousands of “I give Napoleon Hill’s books full credit “Sj di : ich’ I “I ble to double my income in ene 
Napoleon Hill’s books and have seen them for the fact that I am mayor of Whiteville, Binet ng By Prot oe — udibesliie ‘aes time ‘eon to prove the , 


inspire sal t h id f a bank, id f the Cham- 
es records and pM agg is a "= as Genmeenen a0 Glen at oe cc nese, $1,500,000 in a single month and have So was responsible, doubled it 
individuals.” of businesses.” written as much as $2,500,000 in one year.” 


NAPOLEON HILL ASSOCIATES — 


A DIVISION OF W. CLEMENT STONE ENTERPRISES 
5316 SHERIDAN ROAD - CHICAGO 40, ILLINOIS 


“Whatever the mind can CONCEIVE and BELIEVE the mind can ACHIEVE”’ 





! Obtain your copy of ‘‘How to RAISE Your Own SALARY” 
| today at any book-store for $3.95, or write directly to... 





| Special prices on quantities of 5 or more 








8 HeNATIONAL UNDERWRITER November 13, 1953 | Nov! 


N .Y. Department Set Gi 





fo Crack Downon Gr 

All Comminglers es 
i NEW YORK—The New York de. 
PY, partment is all set to crack down 


the next hapless agent who is caught 
putting money received from his polj. 
cyholders into his bank account, no 


- ) matter how religiously straight he 
keeps his books to reflect such trang. 
actions or how quickly he draws his 


checks to his home office Covering 
these deposits. 

There’s been no new warning and 
none is expected. Agents were apprised 
of the prohibition against comminglin " 

I OP MAN ON months ago and that is supposed to be 
sufficient notice. Nevertheless, there hee 
seems to be considerable misunder-. impk 
standing of what the law means and He 


who is affected. For one thing, a good and 
many life agents apparently have the mn 
impression that the law applies only 








to brokers. But it applies to the agent = 
who sells only life just as much as to - | 
, ‘ the broker writing all lines from A.&H. | Sr, 
The Life Underwriter of America to ocean marine. ual 
° e e tion * 
: ; ; . : ; . Not everyone appreciates how strict- of ¢ 
If family histories were still being recorded in this ly the law applies. For example, an | agen 
f : agent having his headquarters in an 
fashion, high man on most family totem poles would be upstate town some distance from the “T 


general agency with which he is con- said, 
their life underwriter. For he’s the man most fathers turn | nected gets a cash premium of $75 from | that: 
a policyholder. The sensible course that 
would appear to be to deposit it in his amou 


to when planning the future security of their loved honk actu ent aeew a <taGee | Tee 


company for the proper amount. Yet effec 

ones ... the man whose efforts have contributed much if he does this he i violating the law | Seip 

‘ ° oe) ° * is against commingling. Commingling is of pr 
toward preserving America’s high standard of living. punidhahia be tne wt naam | Ge 


Consequently it is extremely im- icater 
portant for all life agents licensed in ciple 
New York state to understand that they on th 
are subject to the law against com- prem 
= mingling and also to know enough grou} 
pe ee about the law to be sure that they | publi 
are doing nothing that could be re- Secti 
garded as a violation, even under the recog 




























strictest interpretation. with 
e PRUDENTIAL tal 
. whicl 
INSURANCE COMPANY OF AMERICA Connecticut MutualNames | “wy 
“Ute He suRANC Marshall, Gilber t V.-P S after 
_ | vario 
Home Office: Newark, New Jersey °® Canadian Head Office: Toronto, Ontario cot tice sede panie 
Southwestern Home Office: Houston, Texas ® Western Home Office: Los Angeles, Calif, and Daton Gilbert to 2nd vice-presi- violat 
dent and actuary of Connecticut Mu- erate 
tual Life. : ous ti 
C668IB223 Mr. Marshall has been with the com- tellig 
pach pany since 1921, in 1929 becoming as- Fal 
"7" ig 
(costal ox cago, 
t MOM confu 
Bcf " to ex’ 
J oman in th 
and s 
¥; MORE MONEY, LESS PRESSURE ot 
. 213.” 
... WITH WESTERN LIFE! k Mr 
‘ \ accon 
‘ If you can manage your own time and show good results, you can move N ra 
‘ 
wf ‘i : y He p 
: ahead faster with Western. There’s a world of opportunity (and the money \ in a 
" \ Daton Gilbert Gladstone Marshall tical ; 
y > oe > ‘ N | 
that goes with it) for men who can qualify. Some openings for General or % | sistant actuary, advancing to associ- An 
N ate actuary in 1942, actuary in 1950 | that | 
Associate General Agents—your manager’s recommendation will help. S| Se cee a eee | ee 
N Mr. Gilbert started with Prudential | advyay 
N in 1932. In 1936 he became a research | goyp) 
N associate for LIAMA, leaving that post | dees 
N in 1942 to become assistant actuary of defer: 
N Connecticut Mutual. In 1950 he be- ” 
N came associate actuary and in 1951, oe 
Wie N actuary. : ew 0 
7 é \ Both men are fellows of the Society as CO! 


- 


of Actuaries. Mr. Gilbert is a member moun 
of its education and examination com- | perm; 
mittee. Mr. Marshall is a charter mem- recon 
ber of Actuaries Club of Hartford, of devel 
which Mr. Gilbert is also a member. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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Assets over $53,000,000 © Insurance in Force over $238,000,000 
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Gilmore Strates Opponents of 213 Revision, 
Group Term Life Limits, at LIAMA Rally 


President Robert C. Gilmore of Na- 
tional Assn. of Life Underwriters and 
agent at Bridge- 
oo port, Conn., for 
Mutual Benefit 
Life, in address- 
ing the annual 
convention of LI- 
AMA at Chicago 
this week, deplor- 
ed what he called 
the “smattering of 
opposition” to 
NALU siegislative 
efforts directed at 
revision of Sec- 
tions 213 and 213- 
ain the New York state code, and to 
im: ation of the new group term 
ife limits of $40,000. 

He said the New York department 
and his association’s compensation 
committee are handicapped in an ef- 
fective study of future revisions be- 
cause of lack of accurate and conclu- 
sive data on the earnings of full-time 
life agents and he issued a request to 
LIAMA eompanies to supply informa- 
tion which would give a sound picture 
of commissions earned by career 
agents of individual companies. 

“There seems to be a school,” he 
said, “thet says—and I am thankful 
that its members are few in number!— 
that legislation affecting earnings or 
amounts of life insurance is unneces- 
sary, unrealistic and unworkable. . In 
effect, that we tend te confuse a prin- 
ciple with expediency. . .No confusion 
of principle exists as far as NALWU is 
concerned, for we have long been ded- 
icated on the one hand to the prin- 
ciple of effective state supervision and, 
on the other hand, to the demonstrated 
premise that unlimited ownership of 
group term life insurance is not in the 
public interest. With Section 213 and 
Section 213-a, any realistic individual 
recognizes that we are confronted 
with an antiquated, archaic and vir- 
tually unintelligable set of statutes 
which have long needed revision. 

“When highly trained technical men 
after long study, are baffled by its 
various complexities, and when com- 
panies unwillingly find themselves in 
violation in spite of a desire to op- 
erate within its framework, it is obvi- 
ous to even the jaundiced eye that in- 
telligent revision is essential.” 

Earlier, he had said, “Since in Chi- 
cago, I find you agency officers... 
confused but sincere in your desires 
to extend to your field representatives, 
in the way of additional compensation, 
and services, everything they are en- 
titled to under the revised Section 
213.” 

Mr. Gilmore pointed to LIAMA’s 
accomplishments in the selection and 
training of agents but indicated that 
more could be done along this line. 
He pledged the cooperation of NALU 
in a joint attempt to arrive at prac- 
tical solutions to the problems. 

An outstanding one, he said, was 
that of financing a new agent. “It is 
certainly difficult,” he said, “for an 
average agent to repay even normal 
advances, which are now virtually 
double what such normals were a few 
short years ago, by payment from a 
deferred compensation which he is to 

receive under certain conditions. Very 
few men can claim their independence 
as Contractors in the face of a steadily 
mounting debt...To produce greater 
Permanence among agents, I would 
Tecommend renewed and _ intensified 
development of each agent’s loyalty, 








Robert C. Gidmore 


not alone to his own company, but to 
the industry he represents.” 

Speaking of one requirement here, 
that of the “emotional pitch”, he said 
that “only close personal attention by 
management, attention not only to his 
own sales problems, but to him as an 
individual, can best serve this agent 
in his crucial first year.” 


And concerning field practices, 
“Sales tools have developed into sales 
tightropes which an unscrupulous pro- 
ducer can use for an adroit balancing 
act and which never serve the public 
interest. ..“Expediency selling’, ar- 
rived at through volume considera- 
tions alone, is against the best inter- 
ests of our business and its clients.” 

He told his LIAMA audience, “We 
have so much in common and the po- 
tentialities of the good we can do for 
our field representatives, and through 


them, for our policyholders, are so 
great that we can never afford to 
take divergent courses.” He was re- 
ferring to the theme of his talk, “Our 
Common Ground.” He continued, 
“Your methods, research and results 
are the envy of sales management in 
every other sphere.” 





e The Nashville office of Business 
Men’s Assurance has moved into a new 
building at 1805 Hayes street. Noah B. 
Moates is general agent. 









A pioneer in training agents for better service and 
salesmanship, Connecticut Mutual has been improving 
and refining its educational facilities for more than 30 
years. Connecticut Mutual representatives may rightly 
be confident that, whatever the life insurance need, the 
training they have had or can have will enable them to 


do the job well. 











1 Three formal study programs 
* in CM’s Educational Course. 
Part I, for new agents, includes nine 
volumes of basic study. Part II deals 
with programming and introduces 
business insurance. Part III covers 
taxes and business insurance and 
current problems in estate conserva- 
tion and employee plans. 





? Career Schools for new repre- 
* sentatives are held several 
times a year at the home office. They 
train in salesmanship, policyholder 
service, and coordination of Social 
Security and life insurance to assure 
comprehensive family financial 
security and retirement income. 





3 Advanced Underwriting 

* Forums are held regularly 
throughout the country to give CM 
representatives the latest develop- 
ments in business insurance and 
estate and pension planning. 











CM’s Management Training 

* Program includes seminars and 

conferences for general agents and 

supervisors. They cover agency 

management and the selection and 
training of agents. 
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CM representatives are encour- 
* aged to take the two-year 
course sponsored in many cities by 
the Life Underwriter Training Coun- 
cil to build their knowledge and 
skills. CM provides scholarships 
covering a substantial portion of the 
costs. 











CM has fully supported the 

* American College of Chartered 

Life Underwriters since its inception 

in 1927. Many CM agerts are 

CLU’s; many more are taking the 
preparatory courses. 
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LIAMAIs Enlisting 
Companies to Do 
Independent Studies 


LIAMA’s research into company ac- 
tivities is shortly to be followed by in- 
dependent 
research by com- 


panies, Dr. S. 
Rains Wallace, Jr., 
director of fre- 


search of LIAMA, 
told the gathering 
of that group’s ex- 
ecutives at their 
annual convention 
at Chicago this 
week. 

“We believe,” 
Dr. Wallace said, 
“that we must now 
have company laboratories—compan- 
ies with sufficient executive daring to 
let us experiment. And I am partic- 
ularly delighted to tell you that we are 
finding them.” 





S. Rains Wallace, Jr. 


Dr. Wallace spoke of an additional 
field of endeavor by LIAMA during 
the past year, that of agents them- 
selves. The job satisfaction, morale 
and human relations which affect the 
agents were investigated, and results 
have prompted further study into pro- 
duction and survival, he reported. 

Among the agent-connected subjects 
put under the LIAMA microscope 
were or will be: A study of one com- 
pany’s home office school for new 
agents; evaluation of the sales method 
index to weigh the effect of this in- 
creased supervision on _ production, 
survival, recruiting, etc.; a study of 
the effect of an organized selection 
process on the performance and turn- 
over of combination agents in a new 
member company; the value of a fol- 
low-up by home office personnel of 
agents after they have attended a home 
office school; and face-to-face inter- 
views with agents throughout the 
country to supplement figures from 
companies themselves. 





e Charlee E. Seay of Southwestern 
Life addressed Dallas C.L.U. chapter 
on “Life Insurance Company Stocks.” 


N.Y. Ready for Welfare 
Funds Investigation 


Superintendent Bohlinger has ap- 
pointed George Trosk special counsel 
to represent the New York department 
in its investigation into the activities 
of the welfare fund of local 32E of the 
building service employes union and of 
any other funds, persons, firms or cor- 
porations subject to the laws of the 
state relative to insurance transactions. 

Trosk is general counsel and mem- 
ber of the Moreland act commission, 
and will use on this investigation 14 
lawyers, examiners and investigators. 

The union was headed by T. E. Lew- 
is, whose murder in August led to the 
uncovering of the harness racing mess. 

Mr. Trosk’s investigation is aimed 
not only at uncovering racketeering 
but all situations in which union mem- 
bers or employers may be subjected 
to unjustifiably high costs for insur- 
ance arranged through union welfare 
funds. 

One of the questiens to be taken up 
is whether the funds themselves are 
subject to insurance department juris- 
diction or not. Some of them contend 








Transportation Insurance Company 
Catastrophe 
Medical Coverage 
Hospitalization ... 
Individual & Family 
Aviation & Travel 
Accident . . World-Wide 
Unusual 

ond Extraordinary 
Special Risks 

A&H Income 
Protection... 
Even for Life 


United States 
Life lasuragce Company 





you give maximum service. 


anywhere ... under one roof. 








A limited range of coverages limits your ability to serve 
your clients as completely as they demand. Only 
with a complete line of Life and A&H protection can 


Continental Casualty offers the most complete line of 
accident-health & hospitalization coverages available 


That's why more and more life insurance men are 

turning to Continental for the full range of A&H coverages 
that makes their service to clients complefe. New 
opportunities await you, too, in our “Department Store 

of A&H&H". Write or phone today for our full story. 


Americe's ONLY Department Store of A&H&H Insurance 


Continental 
Casualty 


Company 
310 S. Michigan Ave. 
Chicago 4 









that the department has no right to 
regulate them. If this contention shoulg 
prove correct under the present lay 
there will doubtless be a demand for 
legislation to give the department this 
power. 

The department has taken on halt 
a dozen extra examiners to start the 
preliminary investigating work. The 
probe was undertaken at the direction 
of Governor Dewey and promises ty 
be extremely thorough. Following pri- 
vate inquiries, there will be public 
hearings. 

Thomas Lewis, labor boss at the 
Yonkers Raceway, was part owner of 
the Alcor agency, which provided wel. 
fare insurance for 12 union locals, 
However, the Trosk investigation jg 
empowered to look into the affairs of 
all union welfare funds and insurance 
matters connected with them. 





Eisenhower Will Select 
Actuary for U. S. Board 


President Eisenhower will person- 
ally select a member of Society of Ac- 
tuaries to serve on the new federal 
board of actuaries and his compen. 
sation will be determined by the Pres. 
ident. The board was created by the 
uniform services contingency option 
act, and its other presidential functions 
have been delegated by executive or- 
der to the Secretaries of Defense, 
Treasury, Commerce, and Health, Ed- 
ucation and Welfare. 

Among regulations authorized to be 
issued by these secretaries, subject to 
approval by the Defense secretary, 
are “uniform tables of acturial equi- 
valents and provision that term insur 
ance values shall be computed by 
uniform methods prescribed by the 
beard of actuaries.” 


Accounting & Statistical 
Assn. Topics Announced 


Discussion topics have been ar- 
ranged for the regional meeting of 
Insurance Accounting & Statistical 
Assn. to be held at Chicago Nov. 19. 

Speakers on subjects of interest to 
life and A&H men are Irving Wetzel, 
Allstate, “Electronics”; Robert Carlson, 
Bankers Life & Casualty, “Policy- 
writing Through Use of 403 Account- 
ing Machine”; John Pensock, Wash- 
ington National, “Tabulating Proce- 
dure on A&H Experience from Punch 
Cards on a Disbursement Basis”: 
Walter Johnson, Continental Assur- 
ance, “Obtaining Data for Annual 
Statement,” and William Riddering, 
—— Life, “General Life Account- 

g.” 


Lets Employes Buy Stock 


Life & Casualty has set up a plan 
under which any of its employes may 
purchase shares of its capital stock 
on a periodic payment basis. Parti- 
cipating employes may make deposits 
of not less than $5 per month with 
the plan’s trustee and when sufficient 
funds have accumulated, Equitable 
Securities Corp. of Nashville will be 
instructed to purchase a share of Life 
& Casualty stock at the market price 
at that date and deliver it to the 
employe. 





1 Millionth Confederation Policy 


J. K. Macdonald, president of Con- 
federation Life of Canada, personally 
delivered the company’s one millionth 
policy to Harold M. Myers, dean of 
men at Drexel Institute in Philadel- 
phia, as part of the special ceremony 
marking the opening of the new Con- 
federation agency there. Alvah B. 
Adam and James P. Connor, Jr., are 
the new managers. 
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Conference Takes Four-Cornered Look 
at Underwriting at Chicago Parley 


The talk on “Field Man’s View on 
Underwriting” that was given by John 
G. Galloway, Provident L. & A., Birm- 
ingham, chairman of International 
Assn. of A.&H. Underwriters, before 
the underwriting forum of H. & A. Un- 
derwriters Conference at Chicago last 
week, was received with especial at- 
tention and it provoked a good deal 
of comment. 

To the uninitiated agent, the home 
office underwriter seems to be a mys- 
terious possessor of vast information 
about people and what is going to 
happen to them in the future, he said. 
They offer the coldest “no” the home 
office has to give. An agent can ask 
the agency department for more com- 
mission, and Mr. Galloway said they 
get such a pleasant and convincing 
“no” that they feel ashamed the ques- 
tion was ever brought up. When the 
claim department is asked about pay- 
ing a claim, the agent is shown where 
too much has been paid already; but 
when an underwriter is asked to put 
a special policy through the answer is 
just plain “no.” 

Another way the agents get hurt 
with a no. he added. is after a claim is 
paid and perhaps a claimant writes a 
letter of praise and then the home of- 
fice sends out a note asking the agent 
to take up the policy and put a waiver 
on it. All the enthusiasm is killed. 

Perhaps the agent se’ls a small fran- 
chise case and sends the applications 
in. The home office writes to get more 
information on one of the applicants 
and it turns out to be the employer. 
Here is a man too busy to see the doc- 
tor. so the agent goes to the doctor for 
information and is told: “Why don’t 
you pay for an examination and I’ll 
give you all the information you want.” 

“Exasperation and frustration knows 
no end,” Mr. Galloway declared. He 
said he had his climax one day when 
he asked the usual] health questions of 
a man whose only visit to the doctor 
was once a year for a checkup. That 
was written down. The home office 
wanted a statement from the doctor 
on the findings at the last checkup. 

General agents have more difficulty 
justifying home office underwriters to 
agents and brokers than any other part 
of the home office setup, he said, and 
he went on with some suggestions for 
improving the situation. 

Mr. Galloway recommended that un- 
derwriters sit in at agency meetings 
and get together with the agents so- 
cially. The underwriter might even 
take field trips, going to the various 
agencies and talking over tough cases 
and teaching the philosophy of sound 
underwriting. He should show the 
agents and managers how a better job 
of underwriting can be done in the 
field and in the home office if the re- 
sponsibility will be accepted. A. & H. is 
affected by economic conditions, geo- 
graphic locations, unemployment and 
the tax structure. These things should 
not be left to the agency department 
but should be taught by the under- 
derwriter. 

It is as important to teach an agent 
the theory of underwritering as it is 
to teach him to sell, he stated. Many 
agents don’t know how to use waivers. 
Mr. Galloway said some waivers might 
be prepared in advance and the agent 
taught how to secure signature at the 
time of sale, and how to deliver a 
Policy with a waiver and how to de- 
liver a waiver only. Agents have to be 
taught to secure medical statements 


and when to secure them at the time 


of application. The job of selling is 
not necessarily done when an appli- 
cation and a check are secured. 
Whenever possible, Mr. Galloway 
recommended that home office under- 
writers be secured from persons hav- 
ing field experience. He said this is 
a practical and not a very difficult 
thing to do, because the home office 


knows which agents are the best un- 
derwriters and give the least trouble. 
“A careful, consistently scrupulous un- 
derwriter should have an incentive to 
be promoted to the home office,” he 
went on. “This is effected by making 
the home office job more glamorous 
and more lucrative.” Home office un- 
derwriters are important people, and 
their positions should be given greater 
consideration. 

The biggest headache from both the 
home office and field are the physical- 
ly impaired risks, cases known person- 


ally by the agent, such as a man who 
has one small heart attack and prob- 
ably will never have a repetition. “I 
have heard many agents say home of- 
fice underwriters are driving the 
country to socialized medicine,” Mr. 
Galloway said, adding he doesn’t be- 
lieve it, but it is a difficult problem, 
and it is accentuated with the expan- 
sion of non-cancellable underwriting 
under which more people are rejected 
or waivered than ever before. 
Stanford Miller, assistant vice-pres- 


(CONTINUED ON PAGE 28) 
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National Life’s unique Juvenile 
Estate Builder Policy is selling fast! 
It’s a level premium contract which 
provides a modest amount of life in- 


surance protection in the early years and automatically expands 
five times in hag value at age 21 —without increase in premium. 
May be applied for ages 0-14 (5-14 in New York). 


Look at these features! 


Low Premium Rates — The Estate Builder provides a level pre- 
mium payable to age 65 even though the face amount 
of insurance protection increases five-fold at age 21. 


Provides Cash for Education Or Emergencies — National’s 
Estate Builder Policy is designed to build rapidly a 


reserve large enough to permit a five-fold increase in 
insurance protection at age 21. Thus, when cash is needed 
for education or emergencies, a larger fund is available 
than if a similar plan of insurance with a level face 
amount had been purchased. 


Protection of Insurability — Although 


value of insurance automatically in- 
creases five times at 21, no further 
evidence of insurability is required — 
regardless of health, occupation, war 


LEFEG 


LGD 
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Teaches Thrift—The Estate 


lesson in thrift and make 


retirement. Emphasis on 
in greater accumulation 


, The Estate Builder is one of th 


time agent of another life — 
special business not acceptab 


-- A MUTUAL COMPANY. 


offered. We urge you to learn more about it. I 


or aviation hazards. 


Tax Advantage — Because of high estate 
taxes, there’s a decided trend today 
towards making gifts to children and 

grandchildren through the Estate i 


uilder Policy. 


Builder provides a practical 
sit easier for parents and grand- 


parents to instill the values of saving in young minds. 


Cash Or Income At Retirement — Over the years The Estate 
Builder builds very substantial cash values which may 
be taken in cash or used to provide a life income at 


savings in the early years results 
of retirement benefits. 


e most appealing contracts ever 
you are a full- 


any, we solicit only surplus and 


e to your company. 


National Life of VERMONT 
Insurance Company 


FOUNDED IN 1850 


Montpelier 


- OWNED BY ITS POLICYHOLDERS 
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Accountants Pick Tribble 
at Kansas City Rally 


Price Tribble, ae Underwrit- 
ers, was elected president of the Mid- 
west Chapter of Insurance Accounting 
& Statistical Assn. at its annual fall 
meeting in Kansas City, attended by 
more than 170 persons. He succeeds J. 
C. Platt, Central Surety. 

L. J. Hale, Kansas City Life, and 
Charles Fisk, Kansas City F. & M., 
were named vice-presidents, and Har- 
vey Gaines, Business Men’s Assurance, 
secretary. 


The program included a discussion 
of business machines by the various 
equipment companies, talks by Miss 
Winifred Shaughnessy, United Benefit 
Life, and Martin Goland, Midwest Re- 
search Institute, as well as separate 
seminars for the various classes of in- 
surers. Banquet speakers were Harvey 
Ross, Business Men’s Assurance; Prof. 
Ingolf Otto, University of Kansas City, 
and A. H. Benson, Lumbermen’s Mu- 
tual of Mansfield, national president 
of IASA. 

Appearing on the panel for life and 
A&H men were Glen Ecklund, United 























50 Years of Growth 
from WORLD ACCIDENT ASSOCIATION 


in @ one-room office 


to WORLD INSURANCE COMPANY 


with General Agencies in 43 States 
and still growing 


A complete line of Life insurance. Accident 
—Sickness and Hospitalization, both regular 
and non-cancellable; including many special 
Unlimited possibilities. Are you 
interested in a General Agency with fully 
vested renewals? Write to A. B. Olson, 
Agency Vice President, in complete con- 


contracts. 


fidence. 


In the insurance world.. 
.- 1t’s World Insurance 


OL 
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| MSU COMPANY 


Home Office Omoha, Nebroske 














Benefit Life; Price Murphy, Equitable 
of Iowa; Harry Kenny, Kansas City 
Life; Donald James, Security Benefit 
Life; George B. Klein, Woodmen Ac- 
cident; John Alden, Bankers Life of 
Nebraska; E. E. McCandless, United 
Benefit Life, and W. E. Sather, North 
American L. & C. 





Mutual Benefit ‘Duel 
Brings in $62 Million 

The annual sales-motivating con- 
test among the 72 agencies of Mutual 
Benefit Life resulted in $62,895,560 in 
submitted business for October, which 
was almost $13 million above the goal 
set for the month. Fifty agencies ex- 
ceeded their goals, and of this group 
seven agencies doubled and one tripled 
the quotas. The contest, known as “The 
Duel,” resulted in 23 agencies each 
submitting over a $1 million for the 
month 

Paired off with one agency pitted 
against another of equal size, the agen- 
cies were divided into two groups. One 
group was headed by Vice-president 
Richard E. Pille and the other by Vice- 
president William F. Ward. 

William T. Earls agency in Cincin- 
nati led with $3,610,337. The following 
agencies doubled their quota: W. O. 
Catterton, Houston; Truman Huffman, 
Jacksonville; Earl G. Robbins, Lexing- 
ton; Herschell Emery, Nashville; Fran- 
cis J. Conlin, Spokane; C. Carney 
Smith, Washington, and Ernest C. Ken- 
agy, Wichita. The Robert R. Tebow 
agency, Birmingham, tripled its quota. 





Education for Examiners 


Harry Sesan of Associated Hospital 
Service of New York lectured Wednes- 
day of this week before the examiners 
of the New York department on non- 
profit and hospitalization and medical 
indemnity insurance. This was one in 
a series of 30 lectures to be presented 
in the second year of the department’s 
in-service training program. On Nov. 
12, Charles A. Siegfried, actuary of 
Metropolitan Life, will speak on group 
insurance, retirement and employe 
benefit plans. Other outside speakers 
that are scheduled include Lambert A. 
Holloway, Metropolitan Life, on statis- 
tical machines; William S. Connell of 
North American Reassurance on life 
reinsurance, and John J. Finelli of 
Metropolitan Life on use of electronics. 





N.E. Mutual Raises Warner 


New England Mutual has appointed 
E. R. Warner group supervisor-opera- 
tions. He will have charge, under the 
direction of William R. Christmas, 
group secretary, and Chalmers L. 
Weaver, assistant group secretary, of 
administrative handling of group “in 
force” cases. 

An army veteran, Mr. Warner joined 
the group department of Massachusetts 
Mutual in 1947. After another tour of 
military service in 1951-52 he went 
with New England Mutual’s group de- 
partment. 


New Security L.&A. Plan 


Security Life & Accident is now is- 
suing a “Security Home Protection 
Policy”, which is a combination of $1,- 
500 of level whole life insurance with 
$3,500 initial amount of 20 year de- 
creasing term, which will decrease 
$150 per year during the 2nd through 
the 11th year, and $200 per year from 
the 12th through the 21st policy years 
for each unit purchased. Premiums re- 
main level through the term of the 
contract. 


Ponder Miss. Measures 


The Mississippi legislative investi- 
gating committee held a two-day ses- 
sion at Jackson to consider measures 
for introductien in the sessien that 





convenes Jan. 5. This is headed by Rep. ff FHE BOURSE 


John Junkin of Adams county. 
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er 13, 1959 
——_— all 
1 jin} HOU Elects Peay 
S as President at 
a 
__| Ill | Chicago Convention 
Institute of Home Office Under- 
B)} writers advanced J. H. B. Peay, Jr., 
——— ife of Virginia, to president at its an- 
=e 1 pe meeting at Chicago. He succeeds 
é William H. Harrison, Security Mutual 
of New York. 
(RIES Other new officers are James D. 
Renn, Peninsular Life, executive vice- 
a president; C. Edwin Carlson, Conti- 
—————] | nental Assurance, vice-president and 
editor; John F. Duston, Equitable of 
Iowa, secretary-treasurer, and Ray E. 
——==5 | Button, Republic National Life, pub- 
iS & licity director. 
Newly named to the executive com- 
, mittee are Herman S. Lindy, Delta 
. Life; T. Bertram Anderson, Jr., Con- 
“ necticut General, and Charles A. Will, 
a Guardian Life. 
a Continuing members are Mr. Harri- 
son, James Q. Taylor, Northwestern 
National; William F. Morris, Life of 
=] | Georgia, and Douglas M. Ibbott, South- 
CO. western Life. 
tIES Speeches and other discussion were 
reported in last week’s issue. 
@ 
2s Wisconsin Warning Against 
——| ; 
____| Loans on First Premium 
clates || The district attorney’s office at 
2 Madison has issued a warning to in- 
surance agents against offering life 
llineis insurance arrangements whereunder 
” the customer is permitted to borrow 
He, C.P.A. virtually all of the first year premium. 
. Kelly 
CO. 
tants 
i, C.P.A, 
se 3, Ii. 
Inc. 
ident 
ee President W. F. Poorman shown set- 
ting the cornerstone for the new home 
office of Central Life of Iowa. Guests 
of honor at the special ceremonies in 
—=—>) Des Moines included winning agents 
saries and general agents in the company’s 
seninte sales campaign, agents 
whe were attending the home office 
ider training school, members 
Y. of the home office staff, their fam- 
: ilies and prominent state and local of- 








The time capsule placed in the cor- 
Rerstone contained significant items 
Tepresenting life in the 2¢th century, 
several of an insurance nature, includ- 
ing a copy of The National Under- 





Assistant District Attorney William 
Byrne said there had been complaints 
against an agent in the area who had 
tried to lend money, with which to 
pay the first premium, to what he 
said were “unwilling customers” in 
order to get a company award. This, 
the authorities state, constitutes an 
illegal inducement and there is a $500 
fine for wilful violation. 





e Ray F. Buege, Union Mutual Life, 
Nov. 23 will discuss life insurance 
principles as part of a money manage- 
ment course being conducted at Ocon- 
omowoc, Wis. 


Atlantic LIAMA Grads Elect 


M. R. Wallis President 


M. Roos Wallis, Equitable Life of 
Iowa, Philadelphia, is the new presi- 
dent of the Atlantic Alumni Assn. 
of LIAMA. Mr. Wallis was elected 
at the recent conference in Rye, N. Y. 

L. Kent Babock, Jr., Aetna Life, 
Philadelphia, was elected vice-presi- 
dent, and Edwin H. May, Phoenix 
Mutual Life, Hartford, secretary-trea- 
surer. John D. Marsh, Lincoln National, 
Washington, remains on the executive 
committee as immediate past president. 

New members of the executive com- 


mittee are John Evans, Home Life of 
New York, New York City; Edward 
Jahn, Connecticut Mutual, Newark; 
Anthony Klug, John Hancock, Roches- 
ter, N. Y., and Albert S. Rifkin, New 
York Life, Brooklyn. 

Charles J. Zimmerman, managing 
director of LIAMA, pointed out that 
more than 6,000 men had been gradu- 
ated from the 122 schools in agency 
management held since 1929. He said 
eight schools would be held next year, 
along with a special one-week school 
for assistant managers in ordinary 
agencies. The talks of other speakers 
were reported previously. 






























































e 




















| | 






































love of family. 









« 
N 


You love them... 
protect: them! 


Grear-West Lire 


ASSURANCE COMPANY 






























Heart Appeal and Sales Appeal 


COMPANY 





This Great-West Life poster with its simple but powerful message will 
appear in 76 cities and towns throughout the United States and Canada 
during 1953. The heart appeal of two smiling youngsters is a reminder 


of the most compelling reason of all for buying life insurance— 


Thus, the sales efforts of Great-West Life representatives in 1953 are supported 
on busy thoroughfares and at important corners by outdoor 
advertising. Millions of people will see and note the message and 


challenge of “You love them... protect them!” 


Great-West Lire 


ASSURANCE 


HEAD OFFICE—WINNIPEG CANADA 
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. . which he had been in the D. C. insur- ; ; line to begin in Topock, Ariz., 
Theor 1Ze R epublican ance department for two years. Dr. Humphries Now Medical through a section of California and eng Benn 
t R ] J d Director of Home, N. Y., pom five satan, of the city limits g al e 
Oo e ace or an : li s Vegas, Nevada. u ) 
Ane a ih a is consider- Plan Miss. Sales Congress me J . _ oe woe MW 
able speculation here as to whether Mississippi A&H Underwriters Assn. enue ws Ae ‘sae of Home Life McKenney Toledo Speaker for ’ 
Superintendent Jordan will be re- made plans at the November meeting of New York. W. Gibbs McKenney, member g “The | 
placed by a Republican. Earl A. Wil- to hold a ae sales one nin He succeeds Dr. the Baltimore law firm of Lowe gf past anc 
son, 28-year veteran of New York Life, next year, and a — ee has “. George E. Wood- McKenney, tax and probate atto part-tim 
is an avowed candidate for the job. He ng ee = nen tte Fen ee 7 ford, who has re- spoke at a dinner meeting of the Day. § cgnvicti 
has worked for the Republican party sor nag er rng has tired. __ ton, (O.) Life Insurance & pennett, 
many years and was active at the Chi- 4 Dr. Humphries Council on “The Use of a Life Insup. § .. assr 
: ; drawn most of its membership from joined H Lif Trust in Estat aT ers Ass 
cago national headquarters in the last Jackson and it is hoped the sales con- in 1988 emne iste ance trust in See. one fe eee 
presidential campaign. Jordan has held ference will encourage statewide par- =. ee yl ning. vefore | 
his present office since 1939, prior to ticipation. tor and in 1941 at Chicé 
was asrenaee Ms] ite 
associate medica sponsib! 
The Saturday Evening = He eA INSURANCE agency 
uat from e in | 
POST ; medical school of COMPANIES - are 
Dr. J. H. Humphries Western Ontario, respons 
and internei in 
Detroit where for a number of years Bought and Sold exerted 
he was in private practice. of the 1 
Dr. Woodford has been with the was on 
car ponding ag oy was named me?- We have CASH buyers for: - ye 
life un 
Bill Allowing Wis. Banks A life company, located in the | } concert 
West, Mid-W or SW, with or a rate 
to Sell Insurance Advances without A & H and Hsp, having | | gives 1 
The Wisconsin senate has passed from $50,000,000 te $250,000, | | public 
a bill permitting banks to sell life 000 of life insurance in force. dies th 
insurance and exempting banking of- man. 
ficers from taking an agent’s examina- A&aH k 
tion. The bill now goes to the assembly. agency sock compen, “It i 
Under the bill, banks could sell large or small, with more AGH J | cualiti 
insurance policies to protect loans than Hsp & Med. Company may will de 
where no security exists. Policies have some life. Any location. rate b 
would be cancelled after the payment him.” 
of the loan. : : } Oth 
Sponsored by Senator Knowles, New Fire or casualty, or fire and / 
Richmond lawyer who serves as a casualty companies. Large ‘er sponsi 
director of three banks, the bill had small. Any location. “word: 
been turned down by a nine-man state go we 
insurance advisory board, according : ment 
to Commissioner Lange. Mr. Lange large or small stock life com: when 
said he had received several protests pany in SE having good agency The ai 
from agents concerning the bill, ex- set-up. No industrial. guardi 
pressing fear it would get bankers hich 
into the life insurance business with- : . bs 
out taking the examination. A & H company in Ill, Wise, yester 
Minn., Ind., or Mich. life il 
Oct. Penn Mutual's Biggest 
Penn Mutual Life’s paid-for business Stock life company, located in Johr 
oor as during October added up to the great- Midwest, with 5 to 50 millions Insu 
sire sone . ne est production month in the company’s of business in force, with or , 
vain wd history, the $37,343,944 total exceeding without A & H. Life 
by almost a million its largest month doubl 
preceding the Korean situation, and ; has § 
representing a 23%% increase over Texas stock auto casualty com- Texas 
October of last year. pany. = 
Insur 
Award CLUs at Detroit Industrial life company, any for e: 
Detroit CLU chapter held a confer- size, in Mid-W, S or SE. May there 
ment dinner at which the nine new have some A & H and Hsp. tions 
area CLU’s received their designations ers. | 
from J. H. Kennedy, Equitable Society, ; Hi 
chapter president. The dinner speaker Ours is the ONLY concern whose insur 
was Grant L. Hill, vice-president and sole business is representing Parti 
director of agencies of Northwestern sellers and buyers of insurance life | 
Mutual Life. companies slané 
; and 
We have the connections, the 
Montgomery Is Promoted “know how” and the market, Chi 
Ohio State Life has appointed Boyd which cannot be reached by Tt 
Montgomery agency assistant. Mr. individual direct effort. We h life 
Montgomery, with the company more can handle the sale of your Fina 
There’s always been a question as to °* * than eight years, most recently was : ? . just 
y 4 ee ° * supervisor at Mansfield, O. He recent- POmPanT Le quick, quiet, Yor! 
whether S. O. S. stands for “Save Our ° : ly completed the sieenesh Saciee confidential manner. crip 
Ship” or “Save Our Souls.” When : THE : course. He is an air force veteran. Our buyers have the CASH |e 
those letters are applied to Bill McKee : : and are ready to deal. je 
of Miami, though, there’s no question = ¢ M UTUAL ; — megan vse aneaene A Why not get in touch with us can 
na a e ° cess oduction roug b TODAY. 
at all. They stand for Sure of Sales.’ : B E NW E F 7 T : Taled Siecueeienet Weameine” sens dee about your ae plat 
With no previous insurance experi- - subject of a talk by W. J. Schergens, BRINSOR Joy 
ence, Bill has hit the big time with ; - Aetna Life general agent at Shreve- . aut 
’ schppeaggy ° * port, at a meeting of Dallas General cones clu 
Mutual Benefit Life in just a few short LIF E ; Agents and Managers Club. Mr. Scher- ie 
years, and is featured, as you see above, : a Yor 
in Mutual Benefit Life’s current SAT- + ompEpancs Capgty* : 1102 WALDHEIM BUILDING for 
; ° E an 
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lity plus M. B. L. traini + 300 Broadway, Newark, New Jersey + has placed with Mutual Life of New BRoxenrs oF Ast 
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ure 0 es. eeeeveveveevevreeer eer eee eee e @& bonds ue proceeds used « 0) 
coneuahe anyone to construct a new 114 mile pipe aa 
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for Management 

“The day of the part-time agent is 
and there is no place today for 
.time agents in our business.” This 
conviction was expressed by John L. 
pennett, president of Life Underwrit- 
es Assn. of Canada and agent at New 
Westminister, B. C., for Dominion Life, 
pefore the annual LIAMA convention 
at Chicago this week. 

Mr. Bennett was speaking of the re- 
sponsibility of the manager and the 
agency officer to the man in the field, 
and in this connection pointed to sev- 
eral areas in which he believed this 
responsibility should be more strongly 
exerted. Freeing the full-time agent 
of the millstone of the part-time man 
was one. “Your field man,” he said, “‘is 
not concerned about competition from 
the full time, well-qualified career 
life underwriter but he is very much 
concerned about the man who is given 
a rate book on part-time basis, who 
gives poor advice and service to the 
public and who too often merely mud- 
dies the water for the good full-time 


man. 


























“It is surely apparent that the un- 
qualified, unreliable part-time agent 
will do a lot of harm. I submit that the 
rate book should be taken away from 

Other targets of the manager’s re- 
sponsibility, Mr. Bennett said, include 
“words of commendation when things 
go well and...words of encourage- 
ment and sympathetic understanding 
when all does not seem to be too well. 
The agent expects from you a constant 
guarding of his market, those markets 
which enabled the life underwriter of 
yesterday to lay the foundation of the 
life insurance business as we know 


Johnson Addresses Dallas 


Insurance PR Seminar 


Life insurance ownership has 
doubled in Texas since the war and 
has gained more, percentagewise, in 
Texas than in the United States as a 
whole during that period, Holgar J. 
Johnson, president of Institute of Life 
Insurance, said at a Dallas luncheon 
for executive officers of life companies 
there, and for insurance public rela- 
tions officials and other business lead- 


ers. 
_ His talk climaxed a two-day life 
insurance public relations seminar. 





' Participating were representatives of 


life companies based in Texas, Loui- 
siana, Arkansas, Oklahoma, Missouri 
and Kansas. 


Chapter Treats Insurance 


_ There is a comprehensive chapter on 
life insurance in A Woman’s Guide to 
Financial Security, a 177-page book 
just issued by M. Barrows & Co., New 
York City. The chapter includes a des- 
cription of the various kinds of con- 
tracts available and suggestions for 
meeting problems such as correct pro- 
cedure when the premium payments 
can’t be made and for taking on life 
insurance purchases as part of a well- 
Planned pregram. The authors are 
Joyce Clarke and Sally Dickson, a 
Writing team that works with women’s 
club service bureaus. 





e After serving two years with New 
York Life as district group supervisor 
for the Pacific northwest and Alaska, 
James R. Ashe has returned to the 
group . and pension department of 
Marsh & McLennan at Seattle. Mr. 
Ashe had been with Marsh & McLen- 
nan for three years before joining New 














York Life in 1051. 


it today.” 

He continued, “I would also suggest 
that the life companies do more to ac- 
quaint the field force with the purpose 
and functions of group insurance and 
endeavor to allay the fear which is so 
often generated when an underwriter 
approaches a prospect and finds that 
the main reason his prospect refuses 
to buy permanent insurance is because 
he is already carrying a quite justifi- 
able amount of temporary group cov- 
erage.” 

This observation followed a refer- 





ence to group as “bewildering and in the “mad scramble” to recruit new 
frustrating to the career life under- men, the speaker said, “and yet the 
writer...The increase in the limits of established man is, or should, with his 
group insurance coverage extended experience, be the backbone of an 
away and beyond what was conceived agency.” 
to be the purpose of group insurance. 
Certainly we can agree present trends Mr. Bennett observed. He withdraws 
are not in accord with the original in- from his associates and his production 
tention of this great development in suffers. “I would suggest that serious 
the life insurance field.” 
Protection of the established man in means of keeping the established man 
the agency was another point Mr. Ben- as a member of the team and widen- 
nett referred to as requiring attention ing his horizons by opening up new 
of the company. He is often forgotten and broader fields.” 


Too often this man’s fate is neglect, 


consideration be given to ways and 
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Always a step ahead — Union’s 
progressive methods and scientific 
techniques put it out in front in Group 
and Accident & Health. Now Union is 
fast moving into leadership in Life. 
Union’s steady, planned expansion is 
constantly creating exceptional oppor- 
tunities for insurance men. To find out 
why many top insurance men have 
already picked Union as theirs 

“for Life,’’ contact any of Union’s 
General Agents or write to — 












ROY A. FOAN, Vice President and Director of Agencies 





NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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Sixtieth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $186,000,000 to Pol- 
icyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over $81,- 
500,000 in Assets for their benefit 
..- Policies in force number 103,000 
and Insurance in force is over $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities—with 
liberal contract, and up-to-date train- 
ing and service facilities—for those 
qualified. 


w Ww Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 








American Hospital & Life 


Makes Manager Changes 


American Hospital & Life has made 
several changes in its Texas manager- 
ial setup following the death of James 
Edgecomb. 

Densel Dean, formerly district man- 
ager at Amarillo, succeeds Mr. Edge- 
comb at Dallas. Robert E. Casperson, 
who has been manager at Lubbock, 
becomes district manager for west 
Texas with headquarters at Amarillo. 
The district includes Amarillo and 
Lubbock. Thomas V. Dean, formerly 
branch manager at Amarillo, suc- 
ceeds Densel Dean as Amarillo district 
manager. 

e e e 


B. A. Laudermilk has been ap- 
pointed manager for the company’s 
central Texas district, which consists 
of Waco and Austin, with offices at 
Austin. Foy Eugene Lillard becomes 
manager at Wichita Falls; Elsa B. 
Nance manager at Abilene; and Jack 
W. Garrow associate manager at 
Dallas. 

Densel Dean entered the business 
with American H. & L., was appointed 
manager at Amarillo in 1943 and dis- 
trict manager there in 1949. Mr. Cas- 
person also began in life insurance 
with this company. Mr. Laudermilk, 
who began as an agent for the com- 
pany at Austin, later was named 
Shreveport manager and subsequently 
became manager at Austin. 





Habuda Named President of 


Ohio Fraternal Congress 


Joseph Habuda, Polish National 
Alliance, Youngstown, was elected 
president of Ohio Fraternal Congress 
at its annual convention at Toledo. 

Mrs. Gertrude Holtz, Royal Neigh- 
bors, Cleveland, was named Ist vice- 
president; Harold Sponholtz, Wood- 
men of the World, 2nd vice-president; 
Roland D. Hough, Gleaner Life, To- 
ledo, secretary; Mrs. R. D. Hough, 
Gleaner Life, assistant secretary; Mrs. 
Frances Mizenko, First Catholic Slo- 
vak Ladies Union, Cleveland, trea- 
surer; Rollin A. Curl, Maccabees, 
Crooksville, chaplain; Mrs. Frances 
Tesny, Association of Polish Women, 
mistress-at-arms, and John Tryliski, 
Alliance of Poles, Cleveland, sentinel. 

Four new societies were admitted 
to the congress during the meeting, 
bringing total membership to 59. 





Pike, Petersen Are Speakers 































GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 
+ Perticuiars Write Home Office 


159 North Dearborn St., Chicago 1, I!inois 
WILLEAM 7. ALEXANDER, PRESIDENT 


















MONUMENTAL LIFE 
INSURANCE COMPANY 


HOME OFFICE ° CHARLES end CHASE STREETS 
BALTIMORE 

















Albert Pike, Jr., actuary for Life 
Insurance Assn., and Ray M. Peterson, 





MEN of VIRGINIA 











Pioneer 





Leader of the Lewis and 
Clark Expedition to the Pacific 
when only 30, Lewis gave to 
the young nation invaluable 
information of its great new 
empire to the West. Later he 
served as governor of the vast 
Louisiana Territory. 


Imagination and ability to 
pioneer are keys to the ex- 
pansion of a nation and busi- 
ness enterprise alike. 


Among the first major com- 
panies to offer accident and 
sickness, hospitalization, 
group and pension plans, the 
Life of Virginia has become a 
1¥, billion dollar company 
through sound pioneering. 


THE LIFE "SSutNt 
of VIRGINIA 


HOME OFFICE- 
Richmond, Va. 































vice-president and associate actuary 





of Equitable Society, will be the 
speakers at a meeting of American 
Pension Conference Nov. 19 at New 
York City. 

Among the subjects to be discussed 
are taxation of annuities and pensions, 
including the present 3% rule, LIA’s 
proposed revisions thereof, estate tax- 
ation of survivorship options, and the 
Jenkins-Keogh bill relating to pen- 
sions for the self-employed. 





Aetna Life Dividends Same 


Dividends paid by Aetna Life in 1954 
will be continued at the present scale, 
the rate of interest to continue at 
23%4%. The non-participating rate of 
interest to be paid on funds will 
also be 2%% except where a higher 
rate is guaranteed. 





Issues New Rate Book 
Trans-American Life of Fort Worth 
has introduced a new rate book and 
policy forms on the CSO 3% commis- 
sioners reserve valuation basis. 





New England Mutual had $351 million of new 
life insurance placed in force this year through 
Oct. 31, representing a 9% gain over last 
year’s 10-month total. Paid-for new business 
during Octeber amounted to $33.8 million, up 
$3.1 millien. 








SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang: 


ing family needs. 
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~ CHANGES 


ergus Made General Agent 


. Tex. for Gen’] American 


General American Life has appointed 
1 Theron Fergus general agent at Abi- 
: lene, Tex., succeed- 
ing the Behrens & 
Behrens agency. 
Victor E. Behrens 
will continue with 
General American 
in personal produc- 
tion. 

Mr. Fergus re- 
turns to the com- 
pany after an ab- 
sence of eight 
years, during 
which he managed 
the West Texas 
agency of Great 
Southern Life, 
with headquarters in Abilene. Before 
joining Great Southern, Mr. Fergus 
was with the Behrens & Behrens agen- 
ty. He is a past president of Abilene 
Life Underwriters Assn. 










































J. T. Fergus 








Lincoln National Names 


D‘Orlando General Agent 


Michael A. D’Orlando has been ap- 
pointed general agent in Providence, R. 
|, for Lincoln Na- 
tional Life to suc- 
ceed Paul Hoef- 
fler, who has re- 
signed to devote 
full time to per- 
sonal production. 
The D’Orlando 
agency will con- 
tinue to represent 
the company 
throughout Rhode 
Island and in four 
Mass. counties. 
Mr. D’Orlando 
joined the com- 
pany in 1947 as a 
special representative in Boston. He 
was in military service for three years 
and is a business administration gradu- 
ate of Northeastern University. 





M. A. D'Orlando 





Shaw to Head Prudential’s 
Il, Ind. Ordinary Agencies 


Howard E. Shaw has been promoted 
to regional manager with Prudential’s 
new Mid-America home office now 
being organized at Chicago. For the 
present Mr. Shaw will work at New- 
ark, supervising ordinary agencies in 
Illinois and Indiana. When organiza- 
tion of the new regional home office 
| is further advanced he will move to 
Chicago. 

Joining Prudential in 1946, Mr. Shaw 
was with the Des Moines agency for 
several years, first as an agent and 
then as an assistant manager. In 1951 
he went to the home office as a field 
training consultant. Earlier this year 
he was promoted to senior training 
consultant. He is a veteran. 


Makes Group Assignments 


Upon completion of a comprehensive 
four-month training period at the 
home office, State Mutual Life as- 
signed six group representatives to 
field offices. 

Stanwood G. Ladd goes to Detroit, 
Philip W. Leighton to Pittsburgh, Wil- 
liam G. Meharg to New York City, 
Willard H. Payson to Cleveland, John 
J. Walker to Houston, and Harry J. 
Warms to Chicago. 

Edward F. Naramore, Jr., is being 
oe from Detroit to New York 








Marx is Great-West Manager 





Great-West Life has appointed 
George R. Marx district manager at 








Eugene, Ore. Mr. Marx will continue 
to assist G. D. Elonka, Portland mana- 
ger. 





Bankers, Iowa, Sales Unit 


Bankers of Iowa has established a 
Des Moines sales unit under supervi- 
sion of the agency department with 
Joseph B. Ryan, assistant manager at 
Des Moines, as unit manager. 

The Des Moines agency, W. K. Nie- 
man, manager, will continue as usual. 
The new unit will permit the home 
office to work more closely with re- 
cruiting, sales training and sales pro- 
cedures. 

Mr. Ryan joined the company as an 
agent at Des Moines, subsequently was 
made district agent, and became super- 
visor in 1939 and assistant manager 
in 1943. 





e Harry I. Losin has been appointed 
assistant to General Agent B. William 
Steinberg of Massachusetts Mutual at 
Jamaica, N. Y. He will primarily assist 
in the further expansion of the proper- 
ty planning and advanced underwrit- 
ing services that the agency offers 
brokers. An army air corps veteran, he 
joined the agency when it opened in 
September, 1952. He had previous sales 
experience outside life insurance. 


Gaisford Now Penn Mutual 
Salt Lake City Gen‘l Agent 


Penn Mutual Life has appointed 
Harold R. Gaisford general agent at 
Salt Lake City 
succeeding Todd 
W. Bechtol, re- 
cently transferred 
to Wichita. 

Mr. Gaisford 
joined Penn Mu- 
tual’s Curry agen- 
cy at San Francis- 
co in 1951. He lat- 
er was made dis- 
trict manager of 
the agency’s Oak- 
land office. He is 
an army veteran. 

Succeeding Mr. 
Gaisford at Oak- 
land is August J. Marra, who has been 
a Penn Mutual agent at San Francisco 
for nearly two years. Mr. Marra be- 
fore entering insurance was an assis- 
tant coach at the University of Cali- 
fornia where he was a football star. 





H. R. Gaisford 





Jansen to Mankato, Minn. 


Marvin C. Jansen, formerly in 
charge of Prudential’s office at Cu- 


dahy, Wis., has been named head of 
the Mankato, Minn., office, succeeding 
Lester C. Coyer who has retired after 
29 years with the company. Mr. Coyer 
was manager at Mankato for 22 years. 

With Prudential since 1929, Mr. Jan- 
sen was an agent at Racine until 1950 
when he was placed in charge at Mani- 
towoc, going from there to Cudahy 
last year. His new territory includes 
Albert Lea, Austin, Faribault and 
Rochester, Minn. 





e Clifford F. Daley has joined the 
Medill A. & H. agency at New York 
City as associate general agent. Mr. 
Daley, in life insurance since 1946 and 
at one time with Equitable Society, 
will be in charge of the agency’s life 
department. 


e Great-West Life has appointed 
Byron L. Taggart, formerly assistant 
group supervisor at Philadelphia, to 
group supervisor at St. Louis, and 
Henry Van Baak to group representa- 
tive at Detroit. 








National Security Names Yost V.-P. 

C. C. Yost has been elected vice- 
president of National Security Life & 
Casualty of Dallas. He formerly was 
with Reserve Life and Girardian. 



















OUR AGENTS 
RETIREMENT PLAN 


The qualified LNL agent benefits liberally under his company’s retirement plan. 
He is rewarded according to his length of service and insurance in force. And, 


after 65, he may continue to write business and receive commissions in addition 


The 


to his substantial retirement benefits. 
Lincoln National’s liberal retirement 
plan for agents is another reason for 
our proud claim that LNL is geared to 
help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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60 YEARS OF SERVICE 


To The Life Insurance Business 


1893 
























H. R. KENDALL 


H In honor of our Co-Chairman of 
| ., the Board who is celebrating 60 
|| years of service to the insurance 
/}i business, all departments of the 
‘| Company are dedicating two 
months of effort to honor Mr. 
Kendall on his Diamond Jubilee 
Anniversary. 























Washivigton National 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


“FE ° ACCIDENT ° 
HOSPITAL-SURGICAL ° 


HEALTH ° 
POLIO ° 


GROUP 
FRANCHISE 











"ALL OVER the country life insurance managers and 
agents are watching with keen interest the program 
of this Company for putting much greater earnings 
into your pockets as a means of increasing sales.” 


So reads the first paragraph of a reprint 
of a talk delivered to the General Agents 
of the Philadelphia Life by President 
William Elliott. This enlightening talk will 
no doubt prove of interest to you. Why not 
write today for a free copy of this booklet. 





"ra ia Lire 
rf INSURANCE COMPANY . punaveipnia, pa. 


Williem Elliett Joseph E. Beetiner, C.L.U. 
President Agency Vice President 

















ASSOCIATIONS 


Gravengaard to Address 


Three Midwest Associations 


H. P. Gravengaard, vice-president of 
the National Underwriter Co. and edi- 
tor of the Diamond Life Bulletins, will 
address the Denver Life Underwriters 
Assn. Nov. 16, the Omaha association 
Nov. 18, and the Des Moines associa- 
tion Nov. 20. 

Mr. Gravengaard is author of the 
Gravengaard business insurance texts 
and visual selling brochures, of which 
more than 400,000 have been sold. He 
is also the author of many other books, 
articles, and selling aids. His latest, 
“What’s In Your Policy?” has proved 
extremely popular. 


Washington Assn. Holds 


Ten Junior Sales Meets 


Washington State Life Underwriters 
Assn. during October provided junior 
sales congresses for 10 local associa- 
tions. Planning of the congress was 
handled by Bernard J. Lenoue, Seattle 
manager for Business Men’s Assurance. 
Speaking at each meeting was the 
president of the state association, La- 
mont R. Johnson, Spokane general 
agent for Minnesota Mutual. Also, mo- 
tion pictures were shown, including 
“The Bettger Story” and “Always Be 
Closing”. Other speakers talked on 
programming, package selling, sales- 
manship, and business insurance. 

The purpose of the fast-moving 
series of meetings was to bring the 
sales idea to the underwriters in the 
smaller associations. It is reported that 
the membership of the various local 
organizations was stimulated and that 
at most of the sessions the attendance 
was in excess of the membership. 











Wausau, Wis.—Recent trends in group insur- 
ance coverage were discussed by E. F. Ran- 
dolph, Madison, Wis., supervisor for Washing- 
ton National at a meeting of the Wisconsin 
Valley association. William E. Payne, adver- 
tising manager of the Wausau Record-Herald, 
spoke on the institutional advertising cam- 
paign of Institute of Life Insurance. 


Milwaukee—Glenn B. Eliott, sales manager 
of the Gaylord Container Corp., talked on 
“Selling Is Fun.’’A ome day sales school will 
be sponsored Nov. 16, featuring Ralph G. 
Englesman, New York City sales consultant, 
on ‘Making Sales—Now—Today!” 

Marshall, Tex.—Price Littlejohn of the 
Littlejohn & Son agency addressed the Oil 
Belt association on the correlation of life and 
property insurance. Agents attended from 
Longview, Kilgore, Henderson and Troup. 


Dayton, O.—Karl H. Schmidt, National Life 
of Vermont, Akron, spoke on “The Life Un- 
derwriter as an Executive.’’ 


Pittsburgh—The Fayette 
heard A. Edward D’Emilio, manager here for 
Ohio State Life, speak on “Scheduling Your- 
self to Success’. Thomas W. Henry, assistant 
manager here for New York Life, is addressing 
the Beaver Valley branch on ‘Avoid Bad 
Luck’’. Topic chosen by Joseph A. LaSalla, 
Bankers Life of Nebraska, Beaver Valley, for 
presentation before the Washington branch 
will be “Life Insurance—The Only Way’. Ad- 
dressing the New Castle branch on “‘All It Is— 
Inspiration, Information, Determination” will 
be George G. Robinson, staff manager here 
for Prudential. 


Binghamton, N. ¥.—Twenty have enrolled for 
the first section of the two-year LUTC course, 
and 32 for the last phase. 


St. Louis—Ralph G. Englesman, life insur- 
ance sales consultant, is speaking on ‘‘Making 
Sales—Now—Today” Nov. 13. 


Indianapolis—Robert C. Gilmore, Mutual 
Benefit Life, Bridgeport, Conn., president of 
the National association, is speaking. 


Chicago—The association’s cashiers division 
Nov. 18 will hear a talk on counterfeit money 
by an FBI agent and the group supervisors 
unit Nov. 16 will hear Sander W. Wirpel, In- 
land Steel Co., talk om ‘Pension and Insur- 
ance Trends in Basic Industries.” 


Coral Gables, Fila.—Coral Gables Life Un- 
derwriters Assn. has been formed with the 
following officers: W. Harold Cheek, Life of 
Georgia, president; Cotton Tew, Franklin Life, 
and George Pullias, Prudential, vice-presi- 


county branch 











dents; John C. Paul, Prudential, ret 
D. A. Matthews, Life of Georgia, tre 
and Wilbur Brewer, Franklin Life, Nay 
committeeman. These state association og 
attended the inaugural meeting: Winsto, 
Wynne, general agent at Miami for Con; 










cut General, president; Arthur E. Bound, to 
Palm Beach, vice-president; and Arthy 

Shugg, secretary-treasurer. tate ass’ 

t its De 

Nashville—An employer-employe in May: : 





tive life insurance plan was outlined 
C. Crowell, Jr., editor of Insuranee Fea 








Niagara Falls, N. Y.—Robert C. Gilmore, 
Mutual Benefit Life, Bridgeport, Conn., , 
= > NALU, will speak at a dinner me 

ov. 20. 
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One sure thing, a Columbian | 04 
National Life 


FAMILY EXPENSE 
HOSPITAL POLICY \ 
is the most economical protection 
you can sell a family man. More- 
over, you can meet family mem- 
bers’ specific protection problems 
with 
Family Hospital Expense Policy 
Columbian Accident Expense 
Policy 
Individual Hospital Expense 
Policy 
Individual Sickness Expense 
Hospital Policy 






Preferred Risk Disability Policy * 
Columbian Disability Policy 
Columbian Selective Accident ca 
Policy lic 
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SWALU Trustees Like New 






rudential, m 
Scores, treamew York Assn. Proposal 
; ml roe (CONTINUED FROM PAGE 1) 
eeting: Wingto Merently assured when the N.A.L.U. 
Miami for Conmdiasrd meets in March, the way ap- 
me be Pound, Wiss to be clear for the New York 
‘a Arthe @f ie association to implement its plan 
t its next regular meeting, to be held 
“employe  coopalt, May. Another change in the consti- 
hee tion and by-laws will be necessary 
anee reid 1) change the company-member plan 
ert C. Gilmore, sithat is already on the books. It is not 
pg he » Painignned to do this until after the N.A.- 
ner me 


v. board has acted officially next 


Marca. 

In the meantime, the plan under 
which the New York companies would 
contribute to the state association’s fi- 
nances without a formal plan and on 


ke = a temporary basis appears to be pro- 
ci S| ceeding without any hitches, although 
ho there has not yet been any payment of 
tT: | money into the state association treas- 

— , | QD ied 8 e e 
|~ - | St] another matter of national interest 
— —/( (iftaken up at the meeting here was the 
oeeka: “i\ydoption of a resolution setting forth 
—_. he reasons why N.A.L.U. headquarters 
aa d S, should stay within the New York me- 
e.." “Ytropolitan area. This would include 
a | pearby New Jersey and Connecticut— 
aS roughly the New York City commut- 
| ing area. The resolution embodied a 
cordial invitation to N.A.L.U. to re- 

an main within that area. 

NS The resolution pointed out that the 
5 location of the national headquarters 
=f “ig important most of all in connection 

with the discharge of the duties of the 
~~ staff members in the efficient and ef- 
servicing ef the membership at 


fective 

large”; that assets such as beauty, 
chamber of commerce, aggressiveness, 
real estate market conditions, politics 
or even temporary tax inducements are 
not a part of the considerations for ef- 
ficient location of national headquar- 
ters; that travel distances for staff and 
officers of N.A.L.U. om coast-to-coast 
swings are the same regardless of 
which major cities one starts from; 
that the president—the chief traveling 
officer—may come from any section 
of the United States regardless of N.A.- 
LU. headquarters location; and that 
“the real consideration for the efffec- 
tiveness of our national organization 
depends upon accurate information, 
dissemination of this information, and 
the liaison between our organization 
and other organizations engaged in na- 
tional life insurance work.” 


y/ 


) 


yeu: 


“olumbian 








\SE For these reasons the state associa- 
ICY | tion officially and cordially invited the 
protection ; National association to locate its head- 
an. More- | Wwarters in an area: 
ily mem- 1. Near the Life Insurance Assn. of 
problems America “because of their facilities and 
generosity in the loaning of their talent 
; and personnel in the form of attorneys 
Policy and actuaries for research projects.” 
ense 2. Within easy distance of L.I.A.M.A. 
“which works so closely with our head- 
quarters on national quality awards 
nse and other projects.” 
3. Within easy reach of the Ameri- 
nse can College—“for its educational im- 
pact on our organization.” 
Policy 4. Near the Institute of Life Insur- 
: ance—“that their ideas and our Na- 
icy tional association’s ideas may be freely 
dent ed for the development of 


best information to the American pub- 
lic on the life insurance business.” 
5. Convenient to the New York City 
meetings of the National Assn. of In- 
surance Commissioners—“whose meet- 
ings in New York City are attended by 
our staff members.” 

6. Having good transportation and 
communications so that trustees, exec- 


[TONAL 
ANGE 
oamny, 


users 





utive committee members, and mem- 
bers at large can reach headquarters 
with a minimum of transfers from ma- 
jor airlines, railroads, and the like. 

The resolution also stressed the “tra- 
dition and knowledge of our history 
which largely reposes in the memories 
of senior staff members of our home 
office” and emphasized that it is there- 
fore important that headquarters not 
be moved so far that the services of 
senior staff members might be jeo- 
pardized and their long years of serv- 
ice lost because of moving national 
headquarters outside the New York 
City commuting ares 

Frank B. Alberts, Aetna Life, Ro- 
chester, reported as president on the 
activities of the state association sinee 
the last meeting, in May. 

Frank Wenner, Connecticut Mutual, 
Utica, reported on the status of the 
state association’s plan for enlisting 
the companies’ financial help. 

It was indicated by the delegates 
that most local associations in the state 
are increasing their annual dues by $3. 
This will be a net increase of $1 after 
taking care of the $2 increase in Na- 
tional association dues voted at the an- 


nual meeting in August. 

Spencer L. McCarty, Provident Mu- 
tual, Albany, executive secretary of 
the state association, reported on a 
project under which the association is 
undertaking to get data filled in on 
cards supplied by the New York de- 
partment covering all licensed life 
agents in the state. Mr. McCarty ex- 
plained that this information would be 
helpful not only to the department but 
to the industry, the companies, and the 
policyholders. 

The cards, when filled in, will show, 
for example, how many persons are 
actually in the life insurance business. 
The number of licenses is no clue to 
this, since there is no way of telling 
whether a licensee is retired, or has a 
full-time job in some other line and 
writes only an oceasional policy, is 
mainly a fine and easualty broker, or 
possibly a seller of travel accident poli- 
cies at a railroad station ticket-window. 

Mr. McCarty emphasized that the 
job can only be done by personal in- 
terviews. Associations that are willing 
to cooperate and undertake to see that 
the cards are not misused for soliciting 
purposes will be sent the cards cov- 





LU 


THE 


ering their areas. 

President Alberts spoke on the loss 
that the association has suffered in the 
death of Patrick Collins, Metropolitan 
Life, New York City, a former presi- 
dent of the state body. 

Mr. Alberts also announced that the 
managers’ conference at the Gideon 
Putnam hotel, Saratoga Springs, will 
be held Feb. 19-20 and that the dele- 
gate meeting in the spring will be May 
21 at the Hotel Sheridan, Rochester, 
the meeting of the general committee 
being scheduled for the previous eve- 
ning. 

E. R. Gettings, Northwestern Mutual, 
Albany, said a vacancy on the advisory 
board set up to confer with the de- 
partment on pre-licensing examina- 
tions had occurred because of Stinson 
Scott’s moving from Rochester to Phil- 
adelphia. He said Mr. Alberts and 
Howard Davies, both of Rochester, had 
been nominated, giving the department 
a choice. 

The meeting was brought to a close 
with a short talk by Julian S. Myrick, 
retired vice-president of Mutual Life 
and past president of the state associa- 
tion. 
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EVERY MEMBER 
of the 


FAMILY 


The bulk of the protection should be on the life of the 
income-producer of the family, of course. 

But the uncertainty of the future applies to every mem- 
ber of the family, and the death of any one of them brings 
an economic shock greater today than ever before. 

We have always offered Life Insurance on every member 
of the family, including the baby. 


The NATIONAL LIFE 
and ACCIDENT 


 ([nourimniee 


NTORPORATES 





| | | Home Office: NASHVILLE, TENNESSEE 
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Examine Underwriting - three year sickness and results have z A can be offered renewal at a hi ag 
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expecting a loss, but is a loss of time enough business to show an experi- and causes personal inconvenience to { V Larae Commissions ck 
coverage issued at a higher than nor- ence trend. This company waivers al- the ~~ = “ eee. — 9 ro hi 
mal rate due to an impaired physical most no cases and provides broad cov- (SH; Dione. Uhm. Siome, Wao nos 2 2 V Steady Renewals tumor 
condition. The applicant should be ac- erage of two year accident and one ing chatees by Sees. ¢ - 
tively employed fuil time. year non-confining sickness with bene- “The company calls attention to a 5 V Standard Policies been I 
One foreign company has written fits reduced 50% at age 60 for new press release issued by the commis- ? (rates end previsions competitive with a lon 
most of the sub-standard in the U. S. disabilities thereafter. Regular agency sioner when the accusation was made, 2 every old fine legal reserve Wo com called 
and has been writing it for several commissions are paid, but the company and says it shows prejudice. It is also ? peny in the U. S.) ence 0 
years, he said. In 1952 its new and re- feels this plan is not yet in proper — _ a further extension of time ¢ 7 i | supple 
newal business amounted to more than shape from a sales standpoint. _ pri ted ph Mt Fe om ig — ? V Special Policies | these 
$500,000 and the less ratio has been The three other companies doing @ sonal inconvenience. ° ¢ (twe ef them, beth sure-fire bes } | and tl 
satisfactory. More seriously impaired sub-standard business all use “gor 5 seflers.) | 
risks are issued only 24 month acci- ent approaches, but Mr. Miller sai heme Sebel aniiete ah nome _ il Att 
dent coverage and one year sickness; they have taken only one step toward pec b eaten on oo ? V Established Territories in be che 
but a large portion of the business is a full coverage on this class. subject to anti-trust laws. Until only a § the South | ation : 
on risks other companies would write He said the reason So little has been few years ago there had been no mani- § for an 
ra a ne sing probe for Tineed te substandard." } V Brand New, Territories in f= 
, ny es wa 5 - raise: One of the approaches might be 7 irom 
sideration of a rate-up. For these latter many companies. Just at the time through the means of reinsurance, he 5 Texas and Okl me the la 
said, so that some homogeneous data 2 \/ A Sound Company renews 
can be collected. This approach also ¢ | ah 
has difficulties and would involve § , . ii | = 
problems that are staggering in com- § NeMene! Equity Lite has operated a } it 1 
: : as @ the Seuth for 28 years, and is new § | in 
parison with sub-standard life insur- 2 g,pqnding inte Texas and Oklahoma. (  '™ 
ance. It would mean accumulation by ¢ the ag 
the reinsurer of a potentially mam- § This may mean unusual oppertunities to his 
moth exposure of a highly experi- ) fer you. _ affecte 
mental and dangerous nature, the type sti stains itis deabaaiiiaal — 
of obligation, Mr. Miller remarked, re- ¢ - wad mend agent 
insurers naturally are not likely to ) gi 
want. : eq 
Although efforts to write sub-stand- } NATIONAL EQUITY | = 
ard are appearing in increasing num- ae 
ber, Mr. Miller said the business has § LIFE INS. CO. full st 
to find a solution, or admit that it was } Little Reck, Arkansas said me 
a need which should be fulfilled with- { agen! 
in the purview of government rather ¢ S.C nee, Cie Howev 
than non-governmental action. He said ®=wwwerrrrrmrmrnrrrrrrmrnrrmrnnwn"_|_ slong 
there has been too much talk about Gene, 
a | the subject and too little action taken. | Hon w 
i eel The liberal policy Business Men’s : B.M. 
Assurance has developed in post-claim - 
| underwriting was described by D. B. card r 
Alport, vice-president in charge of un- | stayed 
| To be a crack shot in the insurance business derwriting, who warned that hasty ac- have l 
Vi et | you must be able to hit all three bulls-eyes tion in cancelling after a claim is not | cation. 
lA a. | at once. Not such a difficult feat as you may only the worst public relations exer- hs &: se 
| suppose—once you set your mind to it. cised in the A&H business, but can be 1e}0 ya | 
| i costly in the loss of salesmen and fu- af | Presen 
é The agency department of American United ture business. ee! pandec 
W/ Life Insurance Company has been “going ° e e = » ha 
to town,” because it recognizes its three-fold After an individual recovers from a = 
responsibility: (1) a responsibility to its disability and has received consider- SALES POWER 4 | 7. 
-@ es policyholders—giving them maximum value ate attention from the claim depart- + ag Pe — 2 te ee < 
Uu and service at a minimum of cost: the essence ment, he naturally ‘expects the com- ory Demensl, ots sation eae he ged Med 
of successful underwriting; (2) a responsibility pany to accept the next premium, and J particularly proud ef our new, ferward-lesking writin, 
to its field representatives—providing maximum | Mr. Alport remarked that it is poor  sanage —- pone = ag ae Soe Willian 
compensation for quality business: the secret eg to hs ulld head good public re- ——tol hone? eves hesed of oe DO a _ 
< t t in iu ' 
of keeping good men; and (3) a responsibility nanieage dlecel ege Gaim Cepertnent end eccidentel death from *bicth, representing mejor | | /07 ‘ , 
: : é then have it destroyed by the under- J edvances in this lucrative field. derwri 
| to the home office—to carry out its philosophy writing department = estan tn ital, tm, a insura 
: P x territories in ineis, lowe, ; 
of operation: the answer to team work If a salesman quits because of bad pine ell gga the in: 
and cooperation. treatment to one of his policyholders, | Direct inquiries, in confidence, te Afte 
You might say we're bragging a little. We are. the company is facing a bill for train- Sales Department insura 
You see, we have something to brag about. ing that runs from $1,500 for the first FIDELITY LIFE ASSOCIATION medics 
six months to as much as $27,800 for A Mutual Legal Reserve Company that tl 
those with the company two years or Heme Office—Fulton, Illinois is that 
more. Even the smallest figure would Distinguished Life Insurance Service Since 1 ceptib! 
pay a substantial future benefit to a suranc 
policyholder. definit 
Business Men’s Assurance gives in- 8 : time t 
dividual consideration to every post- Service lil A brake 
disability review and tries to adopt a as wel 
the attitude of how the policy can be ing th 
continued rather than how the com- answe 
AMERICAN UNITED LIFE INSURANCE COMPANY pany can get off the risk. Valuable Paper Wallets the in 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. In this review, the insured’s standing the m 
in the community is considered, and One or @ Th na The 
INDIANAPOLIS, INDIANA whether he has other insurance with Write fer Brechure must | 
———— ake cacao “ the np ca The position Ls the sales- 4. M. NEWMAN bon 1 
Sh teas 5 oo eS man also gets attention if the company Hendersen Dallas, Texes under 
is unable to continue, and some basis 008. ” the n 
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ing given an ultimatum of cancella- 


se those cases where there is defin- 
ite suspicion of selection against the 
company, non-renewal is generally 
recommended and if the client is guil- 
ty, there is very little loss of good will. 

Mr. Alport said the company medi- 
cal director is not usually of much 
help. It is not fair to ask a doctor 
whether it is safe to continue on a 
risk who has just recovered from an 
attack of coronary occlusion or who 
has had an operation for a malignant 


For those persons whose claims have 
been numerous but for small amounts, 
a longer waiting period might be 
called for. In other cases poor experi- 
ence may be the result of a too liberal 
supplementary list of benefits, and 
these might be eliminated or reduced 
and the basic contract continued. 

+ e e 

At the time premium notices are to 
| be checked out, cases under consider- 

ation are referred to the underwriter 
' for another review. It is possible that 
” as many as 11 months could elapse 
Strom the time the file was closed on 
the last disability until it is up for 
renewal, and often action which would 
| be recommended orginally is tem- 
| pered by the lapse of time. 

If the policy is to be modified or 
terminated, the case is turned over to 





for his service call. 

Frequently B.M.A. discusses these 
situations with the manager or agent 
before reaching a decision, getting the 
full story of the claim, and Mr. Alport 


However, when the company goes 


tions, he is able to handle the situa- 
tion with very little loss of good will. 


icy in 1941 and at that time made a 


stayed on a risk that might previously 
| have been recommended for modifi- 
| cation. The idea was to check these 
cards after two years to find out 
whether subsequent claims had been 
presented. The program gradually ex- 
panded, the company got more and 
| More liberal and the record cards af- 
ter one study were never looked at 
| again. 


, Medical aspects of A. & H. under- 
‘ writing were discussed by Dr. E. B. 
| Williams, medical director of Wiscon- 
sin National Life, who said in his opin- 
ion the most important aspect of un- 
derwriting is the interrelation of A.&H. 
insurance to organized medicine and 
the insuring public. 

After considering the principles of 
insurance along with the elements of 
medical practice, Dr. Williams said 
that the first conclusion to be reached 
is that the cost of serious illness is sus- 
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eee 








allets 





ceptible to the valid application of in- 
surance, but the cost of minor illness 
definitely does not qualify. At the same 
| time there needs to be some effective 
brake against accepted medical charges 
as well as to avoid the evil of reward- 
ing the loser. In the latter case, a good 
answer is to share the cost between 
the insured and the insurer through 
the means of coinsurance. 

The health insurance policyholder 
must be convinced that he wins rather 
than loses when he fails to have a loss 
under the policy, and he said there is 
the necessity of educating the public 





bteese 


both as to needs and the proper use 
of insurance protection. 

The costs of health care to be a de- 
terminable risk must be set by some 
type of fee schedule. Many people be- 
lieve the indemnity type of coverage 
might be more practical if a realistic 
fee schedule were applied from which 
the costs of various illnesses could be 
determined. 

Mentioning catastrophic medical in- 
surance, Dr. Williams said there has 
been strong union activity to have em- 
ployers pay for this type of of insur- 
ance, and some people feel that this 
stands about where pensions for un- 
ionized employes stood in 1948. Catas- 
trophic coverage is the most promising 
approach the business man has come 
up with to provide adequate medical 
care without government control, Dr. 
Williams declared. 


Close cooperation is needed between 
the doctor and the underwriter if cov- 
erages are be to broadened, he added, 
mentioning that the discovery of anti- 
biotics, for instance, changed the con- 
cept of many underwriters on the score 
of infectigus diseases, while the surgi- 
cal management of congenital heart 


anomolies promises the possibility of 
insuring patients so afflicted. Sub- 
standard underwriting requires close 
cooperation between doctor and under- 
writer, he said. 





Kansas Life Executives 
Hold Topeka Conference 


Kansas Life Executives Assn. dis- 
cussed plans for increasing production 
at a conference held at Topeka. Presi- 
dent of the group is W. J. Bryden, 
Jr., president of Victory Life. Frank 
Hadden, president of Great American 
Life, is vice-president, and J. E. Gard- 
iner, secretary-treasurer of Pioneer 
National Life, is secretary. 

Companies represented at the con- 
ference were American Home, Farm- 
ers & Bankers, Great American, Kansas 
Farm Life, Manhattan Mutual, Pion- 
eer National, Pyramid, Security Bene- 
fit, and Victory. 





Country Life Liberalization 


Country Life of Chicago will issue 
policies without the war or aviation 
exclusion rider at all ages with certain 
specific exceptions. Applicants aged 15- 
21 who are subject to military service 


will be considered on individual merits 
in accordance with normal needs. 

Exceptions are: Members of air na- 
tional guard or other reserve unit fly- 
ing military plans, either as pilot or 
crew member; members of college 
R.O.T.C. units participating in aviation 
training; all persons in military serv- 
ice. 

Applications for removing the war 
exclusion rider on present policies will 
be considered on the policy anniversary 
subject to completion of a new military 
questionnaire. 


Play Roles in Pa. Parley 


RICHMOND, VA.—Many insurance 
executives were included in a group 
of financial analysts who gathered 
here for a two-day regional conference. 

Clarence E. Woodroof, vice-president 
of Union Life of Richmond, presided. 
He is president of Richmond Society 
of Financial Analysts. 

A reception for guests was sponsored 
by Lawyers Title Ins. Corp., Life 
of Virginia, North America Assurance 
Society and Union Life. 

Hollister V. Schenck, vice-president 
of Life of Virginia and president of 
the Virginia Chamber of Commerce, 
also was on the program. 





the agent who wrote the business or ; 
| to his branch office. The man who is ° 
affected is visited and the case is * 
| handled on a personal basis and the | 
| agent is compensated in a small way — 


said it is surprising how tough the — 
agents are in their recommendations. : 


| along with the agent’s recommenda- — 


B.M.A. started its liberalization pol- — 


| card record of every case on which it — 


Retirement—Three-Way Choice 


The Provident Life Producer has an enviable choice when he 
reaches retirement age—for he will receive his retirement 
income regardless of whether he continues to produce new 
business. For example: 1) he can continue fulltime produc- 
tion and still receive his full commissions plus his full retire- 
ment income, 2) he can work only part-time — still receiving 
full commissions and full retirement income, or 3) he can 
quit altogether, in which case he receives his retirement 


income plus his vested commissions. 


LIFE WITH 


PROVIDENT 


is NON-CONTRIBUTORY. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1857 


4 LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 


This retirement plan 
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ELL-BALANCED COMPANY 


balance... 
smoothes the way 


In sailing, balance is essential 


to successful performance. 


In a life insurance company, 


success is attained by a balance of 
past performance, present progress 


and future objectives. 
Fidelity is 


a well-balanced company. 
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ACCIDENT AND HEALTH POLICIES 


Commercial Accident and Health 


* Guaranteed Renewable Disability 
* Hospital Expense Plans 


(with Polio Expense Rider) 


A complete and modern program providing unusually 


attractive features. 


For full details, please call your nearest Guardian office. 
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New Yorkers to Elect 
New Officers Nov. 19 


A & H Club of New York will meet 
Nov. 19 to hear a talk by M. D. Grif- 
fith, executive vice-president of New 
York Board of Trade. 

The nominating committee has made 
up its slate and it will be voted on at 
that time. Nominated for president is 
Arnold W. Danckwerth, Mutual Bene- 
fit H. & A.; 1st vice-president, George 
F. Monks, New York Life; 2nd vice- 
president, A. H. Clarkson, Royal-Liv- 
erpool group; 3rd vice-president, Fred 
W. Bumby, W. L. Perrin & Son; treas- 
urer, Andrew G. Borden, Metropolitan 
Life; assistant treasurer, Edmund S. 
Flyntz, Metropolitan Life; secretary, 
Edward FE. Anderson, Commercial 
Travelers Mutual Aceident; assistant 
secretary, K. J. MacDonald, Hartford 
Accident. 





MacDonald at Milwaukee 


Roy A. MacDonald, director of com- 
pany relations of H & A Underwriters 
Conference, addressed the Nov. 5 
meeting of A & H Underwriters of 
Milwaukee. His talk was entitled “Cre- 
ative Salesmanship.” 





Postpone Detroit Talk 


Detroit Assn. of A & H Underwriters 
postponed its meeting scheduled for 
Nov. 9, at which L. A. Orsini, Bureau 
of A & H Underwriters, was to have 
given a talk on the proposed Detroit 
individual hospital admissions ptan. 
The Detroit newspepers put out con- 
flicting stories on this proposal, and 
Mr. Orsini wifll give the agents the 
latest information at a meeting at the 
end of November or early in Decem- 
ber. 


Cheek on A.&H. Committee 


RALEIGH, N.C.—In a joint release, 
Acting Commissioner Hostetler and 
incoming Commissioner Gold have an- 
nounced the appointment of former 
Commissioner Cheek to the public 
committee named earlier this year by 
Mr. Cheek to study the problem 
eaused by sudden A&H cancellations. 

Mr. Hostetler said he and Mr. Gold 
intend to follow through on the study 
and desired the “aid and counsel” of 
Mr. Cheek. 


Graham Plans Bureau Meet 


Harry L. Graham, Bankers Life of 
Iowa, is chairman of the annual meet- 
ing committee of Bureau of A & H Un- 
derwriters. The bureau has scheduled 
its 1954 meeting for Sept. 13-15 at 
Colorado Springs. 








Cameron Blue Crown Chief 

C. W. Cameron has become head of 
the Blue Crown agency which operates 
at Dallas, San Antonio and Austin. He 
has been manager at San Antonio. 
In his new position he takes the place 
of Walter Fred Kasten, who died re- 
cently at Dallas at the age of 63. Mr. 
Kasten was also vice-president of 
Commercial Travelers Casualty. 


Ind. A&éH Men to Hear Callahan 
Thomas Callahan, Time, Milwau- 
kee, president of International Assn. 
of A. & H. Underwriters, was speaker 
at a luncheon meeting of the Indiana 
association at Indianapolis Nov. 9. 


Predicts Blue Cross Expansion 


Blue Cross within the next 20 years 
will expand its coverage to include 
every medical expense except ordinary 
drug store purchases and medical costs 
for such minor items as cuts and 
bruises, E. A. Van Steenwyk, executive 








—— 
director of the Philadelphia plan, sajq 
at an anniversary meeting of the N; 
Carolina Blue Cross at Durham last 
week. 

Mr. Van Steenwyk, who said “Bly 
Cross has shown the way to avoid 
the tragedy of state medicine,” Sug. 
gested that government could assist ; 
the expansion of health coverage 
working out partnership arrangements 
at the local level so that those in low 
income groups can have the same 
tection as those enrolled in Blue Cross, 





Albert E. Richey, associate manage 
of the H. F. Swisher agency of Mutual 
Benefit H. & A. and United Benefit 
Life, Columbus, O., has been named 
chairman of the 1954 convention 
Ohio Assn. of A. & H. Underwriters 
to be held at Columbus May 7. 





Has Junior Estate Builder 


Loyal Protective Life has intreduceg 
a junior estate policy with a death 
benefit increasing to $5,000 at age 2) 
paid-up at age 65. In addition, the 
Policy permits insured at age 21 
elect to change to either the endow. 
ment at age 60 or the endowment at 
age 65 plan for face amounts which 
will vary according to the age of issue. 





B.M.A. Marks Grant Month 


Business Men’s Assurance field 
men again this month are honoring 
W. T. Grant, chairman and founder 
of the company. Since 1920, B.M.A’s 
November sales have been dedicated 
to Mr. Grant, and without exceptiog 
it has been a month of record produc- 


tion. 

In 1952, November was the largest 
month of the company’s history, and 
normally about 14% of its total A. & H. 
and life business is produced during 
Grant month. 





Houser Assistant Actuary 


Robert N. Miowser has been made 
assistant actuary of Bankers of Iowa. 
Supervisor of the actuarial depart- 
ment since 1950, he joined Bankers 
in 1936. He is a fellow of Society of 
Actuaries and a veteran of World War 
II and Korea. 





@ South Slavic Benevolent Union Slo- 
ga, at its annual convention at Milwau- 
kee, voted to increase the maximum 
policy from $1,000 to $2,000, and sick 
benefits from $1 to $2 a day. Sheboy- 
gan was selected as the next conven- 
tion city. 











THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 


&. R. DEMING L 3. BAYLEY 


HOME OFFICE — SYRACUSE, N. Y. 

















) Said “Blue 
Y tO avoid 
icine,” sug. 
ild assist 
overage 

‘Tangements 
hose in low 
e same pro. 
Blue Cross, 


Month 


yg field 
e honoring 
nd founder 
0, B.M.A.'s 
1 dedicated 
t exception 
rd produc- 


the largest 
istory, and 
otal A. & H. 


ced during 


Society of 
World War 


Union Slo- 
at Milwau- 

maximum 
0, and sick 
y. Sheboy- 
xt conven- 





LIFE INSURANCE EDITION 


23 








florember 13, 1959 


federal Examining Glass . 
Put on Health Field 


(@ONTINUED FROM PAGE 38) 
said. Five insurer and three employer 
witnesses appeared at the hearing, all 
icting that the health insurance 
em would be solved through the 
expansion of various forms of volun- 
insurance now available. 

Some of the questions asked by 
committee members implied that a 
egislative program in the health field 
was in the making, Mr. Thore said. 
“ts form was not disclosed, but there 
was a ‘Congress must do something’ 
undertone. And there was reference to 
the possible regulation by the federal 
government of Blue Cross, Blue Shield 
and private hea!th insurance plans on 
the assumption that state regulation 
is inadequate.” 

Noting that it is too early to in- 
tepret this new development, Mr. 
Thore nevertheless speculated on 
whether it is a kick-off on social 
iegislation in the health field. He asked 
whether the administration is groping 
for a social program in this area, won- 
dering whether such a plan would be 
superimposed on non-profit Blue Cross 
and Blue Shield plans, or whether 
private insurers also would be in- 
cluded. He said these are some of the 
imponderables that may be discussed 
when Congress convenes in January 
and the health insurance hearings are 


Mr. Thore said the chairman and two 
members of the Wolverton committee 
presently are overseas studying Euro- 
pean health and hospital programs. A 
press release reviewing their explora- 
tions brushes aside voluntary efforts 
in the field of major medical insurance 
as being “in the experimental stage.” 
The cost of catastrophic iliness is re- 
terred to as “prohibitive, implying that 
the individual no longer is capable of 
providing against such contingencies.” 

“There seems to be an underlying 
conviction,” Mr. Thore observed, “that 
the European program tor universal 
health and hospital coverage might 
suggest a solution. We are told Con- 
gressmen will examine a number of 
aspects of these European plans. An 
examination of these questions makes 
it abundantly clear that the committee 
chairman does not intend to rule out 
from consideration such things as a 
federal plan financed by compulsory 
\ contributions, or underwriting by gov- 
“ernment of limited private plans, ex- 
panding them into national coverage, 
whatever that may mean.” 





_ e @ 

There is no suggestion in the press 
teleases that people of the U.S. can 
solve the health insurance problem 
through further expansion of estab- 
lished voluntary plans, according to 
Mr. Thore. He wondered if this 
Situation exists because it is believed 
the voluntary way will take too long, 
or whether it is thought the popula- 
tion will not patronize voluntary plans 
and must be compelled to participate 
i a government program. The speaker 
wondered, too, whether it is because 
of the trend to look more and more to 
government to help meet the economic 
impact of sickness as well as old age 
or whether it is because political real- 
ists believe that the success of any 

tion depends to some extent 
on inaugurating a humanitarian pro- 
fram which it can feature as an ac- 
complishment. If the latter reason 





aane at all compelling, he said public 


health insurance is a most attractive 
field for future political development. 

Turning to social security legislation, 
Mr. Thore said the picture remains 
quite confused. Congressional studies 
have been concerned with fact-finding 
and fundamentals, and it is not an- 
ticipated that the subcommittee which 
has hearings scheduled this month will 
recommend specific legislation in the 
near future. The Department of Health, 
Education and Welfare, on the other 
hand, has offered proposals contained 
in pending bills which would broaden 
coverage to include groups now speci- 
fically excluded. In addition there 
are now more than 150 bills affecting 
social security before Congress. 

The speaker predict that the 
coming session of Congress will bring 
into the open a struggle between those 
who favor prompt action to liberalize 
benefits and those who believe the 
changes should be made only after 
thoroughgoing studies have been com- 
pleted and principles agreed upon. 

Faced with these uncertainties, Mr. 
Thore remarked life insurers through 
a joint committee on social security 
devoted 1953 to a careful study of the 
program, particularly as to the posi- 
tion life insurance companies should 
take. 

e * . 

Mr. Thore said he expects regula- 
tions to be issued soon following the 
lines recommended by the industry in 
determining whether a life insurance 
salesman is full-time within the mean- 
ing of the social security law. The in- 
dustry has contended, he said, that 
application of tests based on earnings 
and time are impractical, if not im- 
possible, and that the determination of 
coverage is primarily a question of the 
intention of the parties. Under this 
theory, he said, the contract between 
the insurer and agent should show 
whether they intend the full-time re- 
lationship. It is expected, he added, 
the government will adopt this deter- 
mination, except where the surround- 
ing facts and circumstances make it 
obvious the agent is on a part-time 
basis. 





Weidermann Is Honored at 


San Antonio on Retirement 


B. A. Weidermann, San Antonio 
manager for Union Central Life, was 
honored on the evening of his retire- 
ment with a dinner given by the com- 
pany, with President Howard Cox 
presiding. Mr. Cox paid tribute to Mr. 
Weidermann’s 17 years as an agent 
and 23 years as a manager. Wendell F. 
Hanselman, agency director, spoke of 
Mr. Weidermann’s achievement in 
writing $1 million of business at a 
time when this would equal $4 million 
today. Among the other speakers hon- 
oring Mr. Weidermann was his son, 
Sidney H. Weidermann, who succeeds 
his father as manager. 








New Hearing Rules in Mich. 


LANSING—The Michigan depart- 
ment has announced adoption of new 
rules of procedure pertaining to hear- 
ings. The rules have been approved by 
the attorney general’s department but 
are still subject to scrutiny and ap- 
proval or rejection by the legislature. 

Hearing procedures will be made 
more uniform and will follow court 
practices to a greater extent. Upon re- 
quest from interested parties, the de- 
partment must give a ruling and ex- 
planation. If the ruling is unsatisfac- 
tory a hearing may be demanded. 
Hearings are allowable in connection 
with promulgation, amendment or re- 
peal of existing rules. 

In cases in which parties submit 


briefs, copies must be mailed to the de- 
partment and to the opposing parties, 
if any, at least five days in advance of 
the hearing date. Depositions may be 
taken with approvai of the commis- 


sioner in conformity with the judica- 
ture act. Opportunity shall be given for 
cross-examination during progress of 
hearings. Objections to the new rules 
should be filed on or before Nov. 20. 


Join the ranks... 


Se 
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investigate union welfare funds, at- 
tention has again been focused on the 
practices followed by insurance com- 
panies in setting up group programs on 
multiple-employer cases arranged 
through collective bargaining. 

These cases are largely an outgrowth 
of efforts to control inflation and main- 
tain an orderly labor market during the 
second world war. When wages were 
frozen, welfare plans were ruled non- 
inflationary, so labor leaders turned 
their attention to bargaining for wel- 
fare programs and they have never 
turned back. Under the W. W. Cross 
decision of the U. S. Court of Appeals, 
it was held that health and welfare 
plans are a proper subject for collec- 
tive bargaining. 

Obviously, self insurance is inap- 
plicable except in a few situations. 
Most of the bargaining agreements cov- 
er too small a group for the principle 
of averages to operate and the ad- 
ministrators of the funds have scant 
knowledge of insurance practices. If 
the group insurance industry had turn- 
ed up its nose at this business and 
driven these funds into self-insurance, 
it is almost certain that enough of them 
would have got into administrative and 
financial difficulties so that the gov- 
ernment would have had to take over. 

It seems perfectly obvious that it is 
the duty of the group insurance indus- 
try to look after the legitimate needs 
of the American public. Most of the 
prominent group companies are writ- 
ing this multiple-employer type of 
business and while the Pegler attack 
can be written off as a typical example 
of “Peglerizing,” it reflects a lack of 
comprehension on the public’s part as 
to what goes on in these cases and the 
reasons why they are written. The 
particular case that Mr. Pegler singled 
out for criticism was the Heavy & Gen- 
eral Laborers Welfare Fund of New 
Jersey, Locals 472 and 172, underwrit- 
ten by Prudential. 

This case was written in 1951, cov- 
ering some 4,500 employes in the con- 
struction industry. The benefits pro- 
vided were $2,000 of group life and 
accidental death and dismemberment, 
$10 a day hospital membership, and a 
surgical schedule going up to $100. The 
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an employe have worked at least 500 
hours within six months in order to 
become insured. However, some sim- 
ple administrative rule is clearly nec- 
cessary, especially in seasonal indus- 
tries, and we fail to see how this pro- 
vision is any harsher than typical 
eligibility requirements under state un- 
employment insurance laws or the eli- 
gibility requirements for agricultural 
laborers under the federal social secur- 
ity act. 

At the end of the first policy year 
the claim experience was very favor- 
able, and Prudential returned a large 
dividend, which was used to liberalize 
the benefits. The life insurance and ac- 
cidental death and dismemberment 
were increased from $2,000 to $3,000, 
the hospital daily benefit from $10 to 
$12, the surgical maximum from $200 
to $300 and two new benefits were 
added: $5,000 polio insurance and a 
medical benefit of $5 a day while the 
employe or his dependents are hos- 
pitalized. 

The case is administered through a 
Taft-Hartley trust with equal repre- 
sentation by employer and employes 
and there is no possibility of the mon- 
ies paid by the employer being used 
for purposes other than designated in 
the trust. The case is underwritten by 
Prudential at a total retention of less 
than 6% of premiums, a figure that 
covers commissions, administrative ex- 
penses, premium taxes and contribu- 
tion to contingency fund. 

We mention this case because it is 
the one Mr. Pegler brought up, but the 
same sort of situation exists in almost 
every prominent group company. 

Obviously, the commission element 
in such situations can be nothing like 
the “enormous commissions” that Mr. 
Pegler referred to in his column on the 
Prudential. In fact, the usual small 
size of the commissions constitutes a 
safeguard that is normally effective 
against racketeers becoming interested. 

Mr. Trosk’s investigation will be do- 
ing the public and the insurance busi- 
ness a real service by discovering and 
rooting out the bad spots in the mul- 
tiple-employer welfare fund field. It 
is unfortunate, however, that it has 
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PERSONALS 


Charles Fortune Gold is going to 
take office as North Carolina insurance 
comissioner with ceremonies in the 
governor’s office Nov. 16. At his re- 
quest, the oath will be administered by 
Associate Justice J. Wallace Winborne 
of the Supreme Court. The council of 
state will attend en masse. 





Commissioner Joseph A. Navarre of 
Michigan has been confined to St. 
Lawrence hospital at Lansing several 
days following a recurrence of a ner- 
vous condition which resulted in his 
hospitalization several months ago. De- 
partment executives said he was re- 
ported improved early this week and 
probably would be discharged from the 
hospital in a few days. 

John P. Bland, whose father, Frank 
W. Bland, is Pacific Coast manager of 
the National Underwriter Co., last 
week was comissioned a 2nd lieutenant 
in the army air force at Mather field, 
Sacramento. Frank W. Bland, Jr., the 
eldest son, recently was promoted 
from lieutenant to lieutenant com- 
mander in the navy reserve. 


Stanton G. Hale and J. McCall 
Hughes, vice-presidents of Mutual Life, 
have been named insurance division 
chairman and co-chairman, respective- 
ly, for the Greater New York Boy 
Scout 1954 finance campaign. 


Henry S. Stout, general agent of 
John Hancock Mutual at Dayton, has 
been elected mayor of that city. Mr. 
Stout, who takes office Jan. 1, served 
on the city commission there for four 
months. 


Miss Jane Hoey, who leaves the so- 
cial security administration Dec. 1, 
after having been director of its pub- 
lic assistance bureau since 1936, is a 
sister of the late James J. Hoey, who 
was senior member of the Hoey, El- 
lison & Frost agency of Equitable Life 
of Iowa at New York City and for a 
number of years collector of internal 
revenue for southern Manhattan. 


President Clarence Myers and Ex- 
ecutive Vice-president Dudley Dowell 
of New York Life, both of whom were 
recently elected to those positions, 
were honored at a dinner at St. Louis 
given by William H. Danforth of that 
city, who is a company director. Also 
honored was O. R. Carter, regional 
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vice-president for the company at ¢ 
Louis. Among those attending Were 
Governor Cherry and Commission: 
Coombs of Arkansas. Messrs. Dowsl 
and Carter got their starts with Ney 
York Life at Little Rock. Mr. Mye, 
also was honored at a luncheon give 
in Dallas by Fred F. Florence, presi. 
dent of Republic National Bank. 
Myers was in the city in connectig 
with opening of the company’s ney 
regional offices there. 


Roy Denny, retired Travelers ge * 
eral agent and a past-president of Los ‘ 
Angeles Assn. of Life Underwriters, 
and Mrs. Denny celebrated their gold. 
en wedding anniversary at their home 
in Pasadena. 


DEATHS 


JOHN G. PARKER, 70, former presi- 
dent of Imperial Life and a past presi- 
dent of several in- : 
surance organiza- 
tions, died. Mr. 
Parker joined Im- 
perial’s actuarial 
department in 
1906, was named 
general manager in 
1936, managing di- 
rector in 1944 and 
president three 
years later. He was 
the first man ever 
to be elected presi- 
dent of both of the 
then leading actuarial societies. He 
headed American Institute of Actuaries 
in 1926-27, and Actuarial Society of 
America in 1934-36. These since have 
been combined into the Society of 
Actuaries. Mr. Parker was a past- 
president of Canadian Life Insurance 
Officers Assn. and of Life Insurance 
Institute of Canada. He also served 
in official capacities with Life Insur- 
ance Assn. and LIAMA. 

HARRY H. DANFORTH, 70, who 
was with Metropolitan Life for 25 
years until his retirement, died at Sa- 
ranac Lake, N. Y. 

WILLIAM R. ALLEN, who died at 
Butte at the age of 82, was one of the 
founders in 1911 of Montana Life, 
which is the company that is now 
known as Western Life. He was a miD- 
er and timber operator and was fot; 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS,—207 Essex S8t., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704, O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C, ° 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred B. Cadis, 
Southwestern Manager, 


DETROIT 26, MICH.—607 Lafayett ldg., 
_ Woodward 1-2344. A. J. Bawards, Renident 
anager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg.; Tel. Victor 9157. William J. Gessing, 


Resident Manager. 

MINNEAPOLIS %, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.: J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bidg., ar 
— 3416. Clarence W. Hammel, Residet! 
HILADELPHIA 9, PA.—123 S. Broad Street 
— eee at nee 5-3706. E. 
redrikson, sident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Bernerd J. Gold, Reside! 
er. 
SAN CISCO 4, CAL.—607 Fiatiron Bid 2 
Tel. Exbrook 2-3054. F. W. Bland. Pacific 
Coast Manager. 
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Only fire and Marine. 


RAYMOND D. SORENSON, 49, a 
Metropolitan Life agent at Port Huron, 
Mich., for 20 years, died of a heart ail- 
ment. He had been national commit- 
jeman for Port Huron Life Under- 


writers Assn. 


JAY R. BENTON, president of Bos- 
ton Mutual Life and chairman of its fi- 
nance committee, 
died of a heart at- 
tack at his home in 
Belmont, Mass. He 
was 68. Mr. Ben- 
ton was elected a 
director of Boston 
Mutual in 1932, 
and served on 
both the finance 
and real_ estate 
committees and as 
vice-president be- 
fore becoming 
president in 1937. 





ters) puring his 16 years as president Bos- 


ton Mutual tripled in size. Mr. Benton 
graduated from Harvard College in 
1908 and Boston University law school 
in 1911. He was elected to the Massa- 
chusetts legislature in 1917, was ap- 
pointed assistant attorney general in 
1918 and served as attorney general 
from 1923 to 1927. He was associate 
counsel of Massachusetts F. & M. from 
1912-15. 


NEWTON C. HAWLEY, 47, super- 
intendent of the advertising depart- 
ment of National of Hartford group, 
died at Hartford Hospital following 
a short illness. A graduate of Whar- 
ton School, for several years he was 
an investment statistician at Life 
Agency Management Assn. before join- 
ing the National of Hartford group’s 
advertising department in 1940. 


MERVIN L. LANE, 59, New York 
City broker and author, died after a 
long illness. He started in 1914 as agent 
of Equitable Society and opened his 
own brokerage office in 1935, writing 
all lines. He was a partner in the for- 
mer Lane agency agency of Home Life 
in New York with his father Louis, and 
his brother Frank. 





L. SCHROEDER, agency 
director of Central 
Standard Life, 
died Tuesday after 
an illness of one 
week. He was 39. 
Mr. Schroeder 
spent his entire 
business career in 
life insurance. He 
started as cashier 
for Equitable So- 
ciety at Minnea- 
polis in 1933. 
Transferring to 
sales, he remained 
with Equitable until 1941, when he 
went with John Hancock. He was suc- 
cessively an agent and assistant man- 
ager and in 1948 was appointed home 
office regional supervisor at Chicago. 
In 1950 Mr. Schroeder was appointed 
director of industrial agencies for Cen- 
tral Standard Life and the following 
year he was advanced to agency direc- 
tor. 


HARRY 


Harry L. Schroeder 


W. D. McKEWEN, 59, 3rd vice-pres- 
ident of Metropolitan Life and assist- 
ant general manager of its Canadian 
head office at Ottawa, died at Colum- 
bia Medical Center hospital, New York 
City. He had been with the company 
45 years and had helped establish the 
Canadian head office in 1924. He was 
a veteran of the first war. 


NEAL H. EWING, 89, formerly an 
attorney at the Mutual Life home of- 
fice, died at Cranford, N. J. He had 
been with the company 40 years be- 
fore retiring in 1940. He was on the 
Notre Dame University faculty before 
joining Mutual. 





Hogg Evaluates Change in 
D.C. Picture for LAMA 


(CONTINUED FROM PAGE 5) 
outset issued a statement lauding state 
supervision. It seems he wants to im- 
plement it, if necessary, without in any 
way supplanting it.” 

Because the public, and Congress as 
a group, does not understand why life 
insurance is living under a temporary 
tax formula, Mr. Hogg said it seems 
the coming year will bring forth an 
administration program which will re- 
quire considerable attention. Empha- 
sizing the importance of the company 
tax, the speaker commented that noth- 
ing the government could do could 





more adversely affect the industry in 
as many areas as a bad tax. “Confi- 
dence in the business could be de- 
stroyed over night by any method of 
taxation which would interfere with 
the proper accumulation of surplus or 
with reasonable dividend policy. I 
mention this, not that there is any im- 
mediate threat of such a thing but 
rather to stress the overall importance 
of the current tax picture.” 

If Congress takes no action, Mr. 
Hogg explained company taxation will 
revert to the 1942 act which in 1947 
produced no revenue. Improved in- 
terest rates coupled with general 
strengthening of reserves, however, 
under the 1942 act would produce more 
revenue on 1954 business than if the 
government extended the 642% tem- 
porary proposal for another year.. 

“No opportunity should be lost for 
those in the business to point out the 
heavy taxes which the life companies 
currently pay,” Mr. Hogg stressed. 
“State premium taxes—obviously gross 
receipt taxes—plus federal income 
taxes now place a burden on policy- 
holders equivalent to 34% of prem- 
ium income. What other business has 
an income tax burden equivalent to 
314% of its gross receipts?” 





Seale to State Mutual 
as Agency Superintendent 


Hubert O. Seale, Jr., has been named 
a superintendent of agencies and of- 
ficer of State Mu- 
tual Life. Mr. 
Seale resigned re- 
cently as agency 
vice-president of 
Manhattan Life, a 
post he was named 
to last May. 

Mr. Seale went 
with Manhattan in 
1945 as Pacific 
Coast supervisor, 
was made super- 
intendent of agen- 
cies of the west- 
ern division in 
1949 and the fol- 
lowing year went to the home office 
as director of agencies. He started 
in the business with Northern Life of 
Seattle as an agent at Eugene, Ore., 
in 1927, later advancing to manager 
at Oakland, Cal., supervisor for Ore- 
gon, manager at Los Angeles and 
then supervisor for California. 

He is a graduate of LIAMA manage- 
ment school. 


H. 0. Seale, Jr. 


Cinci. Association 
Trying New Plan 


CINCINNATI—An innovation § in 
life underwriters association meetings 
is being tried this year by Cincinnati 
Assn. of Life Underwriters to “do more 
for the average life underwriter,” ac- 
cording to Glenn W. Isgrig, general 
agent of Lincoln National Life, pres- 
ident. The regular monthly luncheon 
meetings have been discontinued in 
favor of bi-monthly meetings of a 
varied type. 

The fall program opened with an 
all-day seminar conducted by Ralph 
G. Engelsman, Penn Mutual, sales 
consultant, New York, which proved 
very popular. The second meeting, 
open to the public, is scheduled for 
the evening of Nov. 27, at Wilson 
auditorium, University of Cincinnati. 
The little theatre group will stage the 
Laflin C. Jones playlet, “The Ordeal 
of Richard Roe.” More than 770 tickets 
have already been sold for this event, 
the largest number by over 250 ever 
to attend an association meeting. 

The January meeting will honor 
agents who have attained national 
recognition; the March meeting will 
be a luncheon gathering with a na- 
tionally known speaker; the associa- 
tion will be host to the state associa- 
tion in May, and the annual election 
will be held in June. 

The program is planned to stimu- 
late interest, get better attendance, and 
reduce the cost to the members. The 
reduction in meeting costs will more 
than offset the increase in membership 
dues which is necessitated this year, 
according to President Isgrig, who also 
says that the program is in keeping 
with the general trend in the business 
to reduce the number of meetings and 
to have fewer, but better meetings. 





Washington National High 


During October Washington Nation- 
al showed an increase in ordinary 
written life insurance of 22.5% more 
than the largest previous month in the 
company’s history as a tribute to H. 
R. Kendall, co-chairman and co- 
founder, who is celebrating 60 years 
in the life insurance business and in 
whose honor production efforts during 
the months of October and November 
are being dedicated. 





e Amicable Life has passed the $200 
million insurance in force mark. 





Better act quickly! 








These Five Fertile Fields 
Await Profitable Cultivation! 


In an active program to build business in ILLINOIS, WISCONSIN. CALI- 
FORNIA, PENNSYLVANIA and SOUTH DAKOTA, this strong, aggressive life 
company seeks high-calibre men. If you live in any of these states, learn 
what a splendid future you can have by growing with us. 

This can well prove to be an unusual LIFE opportunity to develop business 
by appointing sub-agencies and selling our portfolio of time-tested insurance. 
You will have direct contact with the home office. Immediate field training 
and sales assistance will be provided personally by our State Manager at 
no cost to you. You will also be further backed by proved and profitable 





promotions to develop leads that will help you make sales and obtain agents. 
If you have the ability, this is your chance to build a fine and lucrative agency. 
Are YOU the man in your state who can grasp this opportunity? 





There are Unusual Opportunities in Other States, Too! 


Similar fine organizational opportunities await other good men in 
various cities and groups of counties (and other states yet to be 
developed) throughout the country. You, too, will deal direct with the 
home office. We are now in the process of building a vast organiza- 
tion of top producers to participate in our 50th Anniversary Celebra- 
tion. But meanwhile profit immeasurably by representing us NOW! 


Frunded (905 — 


Director of Agencies. 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive 


Phone, wire, or write quickly to Harry L. Schroeder, 


Chicago 6 
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Zimmerman Urges Better 
Grooming for Supervisors 


(CONTINUED FROM PAGE 2) 


have confidence in, and will like and 
respect? Will the men in the agency 
be the sort who “talk his language” 
and with whom he would like to be 
associated socially? Does the agency 
have any kind of a record of develop- 
ing good men? (Actual production 
figures should not be considered here.) 
Has the agency been successful with 
men of his particular age group? “The 
development of a young man requires 
more patience and an understanding of 
the younger man’s problems and his 
reactions to situations. The young 
man’s market will differ from that of 
the older men. Does the agency under- 
stand this and is it prepared to help 
him develop the market which is best 
suited to his needs?” 

Of course, the agent, once con- 
tracted, has a definite responsibility to 
his agency, and Mr. Zimmerman nailed 
it down thus: “Our financing plans, 
particularly our salary plans for new 
agents, are based on the assumption 
that we are financing against a man’s 
full time effort. If our financing is 
adequate to meet basic budgetary 
needs, then we have every right, legal- 
ly and morally, to expect and to re- 


best effort. 


reasons for it.” 


his address, 


taxes, high as they are today, 


all levels, 
equitably distributed . 
to tax is the power to destroy.” 


ance, he said. 


fringe benefit payments. will 





ceive his full business time and his 
If we are receiving less 
than this, we should know it and the 


Mr. Zimmerman, near the outset of 
embraced some of the 
duties of life insurance to the general 
business area. One of these, he said, 
is the industry’s charge to see that 
get 
“no higher than they need to be to 
support the efficiently carried out 
essential activities of government at 
and that such taxes are 
. . The power 


One of the results of a tax relaxa- 
tion would be to pull the plug in the 
sink of abuses which have come about 
in too high amounts of group insur- 
“To the extent that a 
reduction and redistribution of taxes 
will permit the employer to make 
adequate payment for services received 
through the hard core of direct com- 
petition, the urge to make indirect 
be 
modified,” Mr. Zimmerman declared. 

Turning to the cost limitations im- 
posed by Section 213 of the New York 
state law and the net cost limitations 
of company competition, Mr. Zimmer- 
man asked how the lower middle in- 
come bracket could be more effectively 
approached under these conditions. 


manager, 


higher collection frequency. 


service.” 


mission paid? . 
varies ... we should at least thorough- 


waste effort in securing sales.” 
can be made: Increasing the effective- 


resistance, and increasing product ap- 
peal and product flexibility to need. 


putting business on the books? He 


“Surely, today,” he said, “it is to the 
advantage of neither the agent, the 
the company nor present 
policyowners to put on the books any 
greater proportion of individual poli- 
cies coming from an income market 
characterized by lower average size 
policy, lower premium per $1,000, and 


“Fortunately, there are other ave- 
nues by which we may attain our 
objective. One of these is by cuttihg 
down the cost of making the sale. 
Another is by reducing the cost of 
putting the business on the books after 
the point of sale. A third is by re- 
ducing the cost of collection and 


Elaborating on these points, Mr. 
Zimmerman asked, “What is the cost 
per sale other than the direct com- 
. . the cost per sale 


ly study our own costs per sale in an 
effort to establish these. Having done 
this, we can then study methods of 
reducing such costs by eliminating 

He listed these areas where savings 


ness of the salesman, reducing buyer 


What about reducing the cost of 
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render service to our establigyg Anoth 
policyowners through full time, sq,) Mr. Mc! 
ried service personnel? . . . The mg oilicer } 


skilled our agent becomes as a sala) “i!)- O1 
man, the greater his compensation #42" ° 
every hour devoted to selling, and gp YF } 
the greater his loss of compensati 
for every hour devoted to rout 
servicing. In the ordinary fielq 
least, the payoff on sales is so mud 
greater than it is on routine servic! 
that the salesman in self-preservatic, 
has only one choice as to which a¢ 
tivity he will give priority.” He the 
fore suggested that routine service no 
given by salesmen be backed up Wt He 
a trained force of salaried represents? 
tives through whom such service cap 
be guaranteed. 


Is Optimistic About Texas 


Howard Holderness, president 4 
Jefferson Standard Life, while jg “4 av 
Houston to observe the 40th anniver} {om * 
sary of the company’s operations jp tivity 
Texas, envisioned great promise oj testing 
continued growth for Houston, as wel} mr. | 
as the entire state. As evidence of the Jemen 
company’s faith in this statement, Mr P 
Holderness mentioned that Jefferson *, 8° 
Standard has invested more than $54 °™ 
million in Texas mortgages so far thig fice’s p 
year and is seeking additional loans iy eral ag 
the industrial and residential fields} telepho 
The company’s entire Texas mortgag@ abling 
loan portfolio now exceeds $26 million} ity, pau 
Texas ranks second among the 2 vant ¢, 
states served by Jefferson and now has 
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R E S p O N S | B L F p O S | T | O N F O R more than $170 million of insurance in call. TI 
force, Mr. Holderness said. Presern 
carbon 
t 
EXPERIENCED CLAIM MAN | NossBenetitCut: Curtis | fina 
WASHINGTON—Life insurance} cooper: 
people here are interested in a state} office 
A man with experience and ability in life-accident- earned substantial recognition in his present eon- ment by Rep. Curtis: chairman of the) person; 
health claim work may find the opportunity to nection. He be employed by a progressive a ge — = wii eg agency 
better his situation (which, probably, is already company which has been doing business since ps ge ee ae Observers feel} Bressin 
good) with an established Life-Accident-Health before the turn of the century and which operates that this statement would seem to indi- 
company. on a ee agave He will have the opportunity cate unfavorable congressional Bn 
to enro an excellent group insurance program tion to that phase of the U. S. Cham-| mr. 
To meet the requirements, this man will be and one of the best retirement plans to be found ber of Commerce OASI program which) that st 
about 35 years of age and will have a good educa- in any company. would result in placing all OAST ben+ 4.0 ¢, 
tional background (law graduate desirable but not If feel lified a ae oe eficiaries on a level basis of benefits. fiver’ 
essential). He will have a number of years of Ci fall d tails in = fi ” et _ hich Under present law benefits vary con-| “Ces 
: : your : i ole say some! Settin 
experience in Home Office or Home Office and you. Ueve sae ee ret letter, w considerablv and life peovle say some 8 
Field operations — including supervision of claim _W’il! be held in strict confidence. All correspond. would inevitably have to be reduced| proces 
personnel. ence will be acknowledged, and personal inter- under that program. start t 
views will be arranged with the best qualified men. ting th 
The salary will be attractive even though he has Write to: Trask to Indianapolis .. = ( 
John Hancock Mutual has apoeians oe ~ 
Ralph W. Trask group claim mana ‘0 
BOX V-12 at Indianapolis. Mr. Trask has been} certair 
THE NATIONAL UNDERWRITER for several years with the home office} tion o 
175 W. Jackson Blvd. Chicago 4, Ill. ee pad a. 
e Lawton Oil Corp., independent oll) agent 
producing company, has placed with} 1)... 
Mutual Life of New York a $2¥% mil |, fre 
IOI O0 F-00999 O9O-90-90-0-0 30-3 0-30-30-4 0-H lion 5% pecured note die in 105 i the ec 
ceeds to us retire existing 
Can You Qualify? dusts comecion wine ie overs oe | loans and to provide additional wort] 24 p 
elie — 
iowa, " 5 
Established Eastern life insurance company with record of leadership rado, Kansas, Oklahoma ond Texas. SORY Rete 
. ’ : , : V-18, The National Underwriter Co., 175 W. LOS ANGELES SUPERV! face 
in non-cancellable accident and health field is planning to establish Jackson Bivd., Chicago 4, Il. OPPORTUNITY pee 
a brokerage agency in New York City. Final decision depends upon Well established agency of prominent bin |} very ; 
obtaining services of properly qualified manager. Only highest quali- UNUSUAL ACTUARIAL OPPORTUNITY pone Py pore myyee Mes ga: Tog opening || realize 
fications will be considered. Our staff knows of this advertisement. acters seed contd qronten sOtned conitinn- for a young, aggressive supervisor. Broad en 
Write Box V-32, The National Underwriter, 175 West Jackson Boule- arial department for man under age 45. Must supervisory nce desirable but not f 
x <i have executive ability and be Fellow of Society sary. At least two years’ field experience. or cc 
vard, Chicago 4, Illinois. of Actuaries. Give full particulars. Replies han- full particulars. Replies confidential. Address |} comm 
dled confidentially. ‘Address U-39, The National x nal Underwriter Co., 175 W. 
Underwriter Co., 175 — fices, 
pay - ee W. Jackson Blivd., Chi- Jackson Bivd., Chicago 4, Ilf. among 
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when being appraised of their stand- 
ings in comparison with others in a 
city, reacted by raising their sights. 
ion and sent The officer actually had organized an 


ual Tisks; 
of more } 
han the he 















| contest as most of the mana- 
— a / gh in touch with him, pointing 
. asked, “qf out what they were going to do to im- 
nd efficienss prove their showing, and when. 

- establish Another valuable use of these data, 
ll time, say) Mr McEuen said, is where an agency 





. . The ma officer is contemplating entering a new 
S asa eal city. One officer, who had thought 

“Tabout opening an agency in a city 
Pape production was up 499% be- 













_ and th = 1945 and 1952, made a quick de- 

, Pig dsion when he found the number of 

nee tie] agencies in the city had not quite 

» is 80 sal doubled during the same period. 

Itine service! * : : 

i waa Just as the agent needs the stimulus 
, Which ac} his app-a-week club, Mr. Peirce 

“ He the gid the manager needs an aptitude- 

2 service no a-week club to be a successful recruit- 

acked up WW. He said several companies have 


1 representay;und they get better recruiting results 
| Service can} when they put the emphasis on re- 
cruiting activity. One company, for 
example, asks each agency for three 


Texas | final selection interviews each month, 
oresident hitting, on the whole, pretty close to 
: €nt 4} that average. Another used the returns 


Oth pon from the aptitude index to flag the ac- 
erations jj tivity of its managers in seeing and 
promise oj testing men. 


Pedy td Mr. Reid told how one company sup- 
atement, Mr plemented agency officer visits to new- 


at Jefferson * general agents by weekly phone 
re than $5¥4 calls. Planned to show the home of- 
Ss so far thig fice’s personal interest in the new gen- 
nal loans iy eral agent, the officer would wear a 
ntial fields} telephone operator type head set, en- 
as mortgagd abling him to make notes with facil- 
$26 million} ity, particularly as to items he would 
a — R. want to follow up on the next weekly 
insurance is call. The original note copy would be 
preserved for future reference and a 
carbon would go to all agency depart- 
ment men. The plan, the company 
found, helped create a more friendly, 
cooperative relationship between home 
asm ae office and field. The calls also make 
commie personal visits more effective, as the 
ction in his} 28¢Bcy officer is able to get down to 
servers feel pressing problems immediately. 
2em to indi- 
jonal reac- 
J. S. Cham- 
gram which 
OAST ben- 
of benefits. 


urtis 


insurance 
in a state 


Mr. Shackelford said he has found 
that stimulating interest in CLU is a 
two-fold problem from the agency of- 
; vary con- ficer’s point of view. The first is in 
le say some! Setting up the mechanical prospecting 
be reduced | process to determine who is ready to 

start the work, and the second is get- 
ting these men started on the program. 
One company met the prospecting 
problem by asking its managers each 
fall to sift out staff members meeting 
certain requirements, such as comple- 
tion of a study course or production 
club membership, having a certain 
number of years’ experience. If an 
agent who is eligible does not make 
plans te begin CLU, he receives a let- 
ter from the agency officer, outlining 
re existing the company’s plan for meeting cost 
and pointing out that his progress is 
such as to make CLU a worthwhile in- 
vestment. 


s appointed 





ST 
VISORY Retaining the personal touch in the 
face of a great increase in size was 
—_ mentioned by Mr. Smith as being a 
on on Im || “Cry worthwhile objective that can be 
ing opening || realized through planning. He told how 
road one company had representatives from 
+ not nec || VAious districts in to the home office 
lence. = for conferences, and how executive 
3. 1% W.|; Committeemen would visit district of- 
fices, holding discussion sessions 
among agents. This enabled the com- 









pany to get the views of its field force, 
incorporate them into future planning, 
and help agents understand policy. 

Mr. Whorf described a management 
development program under which a 
prospective general agent is appointed 
a supervisor in the agency in which he 
entered the business. If he develops 
sufficiently, he becomes a home of- 
fice supervisor where he works at 
three jobs: He goes to the field and 
helps train new supervisors; follows an 
organized program of agency visits 
with the specific purpose of observing 
different types of general agents’ op- 
eration and how they administer the 
company’s selling philosophy; spends 
half of his time in the home office 
where he has a chance to learn all 
sources of help open to the manager 
and has the opportunity to see what 
is involved in special projects in the 
home office. After a year in the home 
office, the supervisor becomes a gen- 
eral agent and attends the first LIAMA 
management school held after his ap- 
pointment. 





Panel Gives Advantages 


of Consumer Advertising 
(CONTINUED FROM PAGE 4) 

that “recent trade paper ads have been 

keyed to Mr. 4%.” 

“Now that we have established the 
identity of Mr. 4% as a basic element 
of our advertising,” Mr. Ljung said, 
“we expect to continue to feature him 
for some time to come.” About results, 
Mr. Ljung raised the question: “If 
the public likes it and if the agent 
likes it, what other measuring stick 
is there?” 

“We think we proved advertising 
does pay,” reported Robert E. Tem- 
plin, assistant director of agencies, as 
he told how Northwestern Mutual in 
1951 developed a successful case his- 
tery in Steubenville, O., to sell the 
value of advertising to company agents. 
This program was described in detailed 
fashion in the March 13 issue of THE 
NATIONAL UNDERWRITER. 


“A small advertising budget in na- 
tional magazines can do a big job,” 
was the conclusion of Jack Morris, 
director of public relations of Busi- 
ness Men’s Assurance. He said his 
company decided to experiment with 
national magazine advertising 11 years 
ago and “from the beginning we made 
a Big Toot about a small program 
through intensive merchandising.” 
Based on B.M.A.’s experience, Mr. 
Morris listed four essential ingredients 
to insure best results from use of 
national magazines: (1) Select media 
with high prestige value; (2) mer- 
chandise your advertising to the hilt; 
(3) help your fieldmen compare the 
advantages of your program to them; 
(4) always remember that national ad- 
vertising is prospecting and not a sales 
device. 

“The first year,” Mr. Morris said, 
“we used just one black and white 
column in Time, plus the miniature re- 
print and right away B.M.A. salesmen 
discovered the trememdous prospect- 
ing and prestige value of a ‘tie-in’ 
with important national magazines.” 

Mr. Morris said the program has 
expanded considerably in recent years 
until today “we believe we are reach- 
ing the largest possible audience and 
providing our salesmen the best of 
prospecting aids at the lowest cost per 
1,000 of potential prospects.” 

A simple presentation shows each 
salesman that his proportionate share 


of the total B.M.A. national adverti- 
sing expense ($50.70 per man for an 
entire year) could not begin to do a 
simular job in any other medium. Mr. 
Morris put it this way: “Above ali we 
want our saiesmen to prefer national 
magazine advertising over other media 
on a fair basis of comparison.” 


e oe e 


The speaker listed methods used to 
help salesmen get the most out of 
their company’s advertising program. 
“In January we send every salesman 
a complete announcement of the ad- 
vertising plans tor the year. We pro- 
mote our National advertising program 
in tne traqe press. mvery ume a Buvl.A. 
ad appears in a national magazine, 
each salesman receives a copy of the 
magazine and a letter from the pub- 
lisner pointing out advantages oi the 
ad. ‘[wo types of reprints are being 
used successtully by B..M.A. salesmen 
..-at least one is available for use 
with every B.M.A. ad. Leads from 
coupons are promptly sent to salesmen 
with a card reminding them that the 
inquiry 1s from national advertising. 
Stories of sales resulting from these 
inquiries are publicized in the B.M.A. 
bulletin.” 


Mr. Morris concluded: “The best 
and biggest advertising program can 
never substitute for your salesman, 
but it can deznitely build prestige and 
make it easier tor him to reach his 
best prospects.” 

Aamitting that his company is “new 
to consumer advertising,” Jose L. 
Hursh, vice-president of Sun Lite of 
Maryland, told of recent local adverti- 
sing campaigns in Indianapolis, Co- 
lumbus, and other cities where “re- 
sults so far justify continuation.” 

He began by explaining that Sun 
Lite, as a combination company, con- 
tines operations to large metropolitan 
areas. When the decision was made to 
go into advertising, plans had to be 
laid “on a local or strategic basis in 
order to avoid waste in expensive cir- 
culation.” 

inspired by Prudential’s “Phoenix 
Story,” the company mapped an adver- 
tising campaign for Indianapolis, a 
new city where “we were plagued 
with a severe manpower problem.” 

With help from an advertising agen- 
cy, the program got under way in Sep- 
tember, 1951. Mr. Hirsh listed three 
objectives: (1) Recruit agents; (2) 
increase volume, and therefore earn- 
ings of present agents; (3) convince 
the present local field organization 
that the company is behind them 
100%. Mr. Hirsh admitted that all 
related to recruiting, but he said, 
“we were still interested in increasing 
volume and in getting the company 
better known in the city.” 


Advertising consisted of “one 600 
line ad in the newspaper each week 
for 13 weeks, occasional television 
spots and a 15-minute morning radio 
program, five days a week...for 13 
weeks.” 

Mr. Hirsh described the radio pro- 
gram as “a disc jockey show” fea- 
turing “a popular local announcer.” 
Part of the program was called “the 
Sun Life Billboard” for which the an- 
nouncer solicited the audience for news 
of local activities and community af- 
fairs. He said response was “terrific.” 

“As to actual results of the cam- 
paign,” said Mr. Hirsh, “we were 
able to trace at least 20 men who had 
been interviewed directly...of these 
...five were introduced on debits. 
Our weekly premium production 
showed an increase of 53% over the 


pre-campaign average—not all attri- 
butable to the campaign but some of it 
certainly. Ordinary showed an increase 
of 10% over the pre-campaign volume 
...in addition, we are certain that a 
substantial volume of business and a 
fair number of new men were intlu- 
enced in tavor of Sun Life through 
our advertising.” 

Mr. Hirsh pointed to a_ similar 
campaign in Coiumbus where adver- 
tising was used for nine of 23 months 
the company had been operating there. 
Results were these: Of 120 applicants, 
lo were hired. This was a year ago, 
with tne company, two having been 
Saia ijMir. firsa, and Live are stl 
promoted to assistant manager. 

Sun Lite is currently aaverusing on 
ramo oniy in Cnicago. The program 
auus LO promove saies OL a morgage 
Cancelauon pian bul accordimg to we 
Sspeakes, “ll 1s 100 early lo accurately 
mueasuve results.” 

AS to We Luture, Mr. Hirsn saa 
“4l as Our pian tO advertise in every 
city IN which we operate, not simu- 
laneousiy, Dut as te siltuauon dae- 
miahnds... we Willi Siress some parucu- 
4ar pOucy, aum lor name recogmuon 
ana enuueavor to Geveiop More presuge 
40K OUr agents.” 





W oiverton Is Studying 
Luropean Health Pians 


mhepreseniauve Woivestun vl iNew 
versey aud Severai vi Wile iMesusvers Ol 
4uS Cosuuutlee WOO are studyiuip uealin 
ausurauce ana relaved prunicis, are 
scaVing Snoruy lO laxe a Lip Lo murope 
LO NVeSugale tne Situauonu Lnere. 

Mr. Wo.verion pul out a statement 
NeELOre ius ACpartuse ai WiliCO Lue Said 
duuS CUMuiIMLee UPOL ais sevuru duivenuds 
ww anvesugate “parlicuuaniy lie ineans 
VY Whlcu wwduviduais Cau prepare 10F 
Wie COSL OL lunessS—voiuulary prepay- 
ment pians,” and lO ua OuL 4 Wual 
exvent tnese plans are eliective, now 
ney could be improved ana wnai 
would be tne appropria.e roie ol pub- 
lic agencies. ‘he committee “will as- 
sess a contribution of voluntary neaith 
agencies to the American health pat- 
tern as a whole.” 

in Europe, the committee will conier 
with health officiais in England, swe- 
den, France and Italy. 





Gulf Life Joins Conference 


Guif Life of Jacksonville, Fla., has 
been admitted to membersnip in H&A 
Underwriters Conference, it peing one 
of the companies accepted during the 
underwriting forum ot the conference 
at Chicago last week. The other new 
members are Centra! Nationa: Life cf 
Omaha, Indianapolis Life, and Midland 
Mutual Life of Columbus. 





Union Central Names Ryan 


Harry J. Ryan has ben named man- 
ager at Davenport, Ia., for Union Cen- 
tral Life. Mr. Ryan has been an agent 
of Equitable Life of Iowa at Dubuque 
since 1948 and is a past president of 
the Dubuque Assn. of Life Underwrit- 
ers. A CLU, he is a navy veteran of 
the last war. 





el — 
Tenn. Changes Affect Insurance 

NASHVILLE—Several of the new 
amendments to the Tennessee consti- 
tution will have an effect on insurance. 
Extension of the governor’s term from 
two to four years will assure a like 
term for the insurance commissioner. 
A provision that the governor can veto 
or reduce separate items on appropria- 
tion bills will be a safeguard against 
last-minute unwanted legislation, and 
the restoration of “home rule” to coun- 
ties and cities will help eliminate a 
swapping factor that often decides the 
issue on important legislation. 
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(CONTINUED FROM PAGE 1) 
the legislature. Chances of his investigation getting anywhere are regarded as 
negligible. The same view is taken of the demand recently made by Congress- 
man Heller, also a Brooklyn Democrat, that Congress investigate the life 
insurance business because of the New York department’s criticisms of 
Equitable. 


Tramburg Named Social Security Commissioner 


President Eisenhower has named John W. Tramburg, Republican from Wis- 
consin, commissioner ‘to succeed Arthur J. Altmeyer. The appointment is sub- 
ject to Senate confirmation next year. The White House said Tramburg was 
was recommended by Senators Wiley and McCarthy of Wisconson. 

Mr. Tramburg was: formerly District of Columbia welfare director, served 
in the navy during the war, and more recently has been executive director of 
Wisconsin’s public welfare department and chairman of the council of public 
assistance and welfare administrators. 


Provident Mutual Hikes Dividend Scale 


Provident Mutual Life is increasing its 1954 scale of dividends, representing 
about $1,500,000 over the amount which would have been paid under the 1953 
scale. 

Thomas A. Bradshaw, president, attributed the increase to improved interest 
rates, continued favorable mortality, and the large average amount of insur- 
ance for recently issued policies. 


“Search” to Dramatize Polio Vaccine 


NEW YORK—The first documentary radio presentation on the development 
and use of anti-polio vaccine by Dr. Jonas E. Salk will be presented on the 
“Search That Never Ends” series over the Mutual Broadcasting System Tues- 
day 9:30 to 10 p.m. eastern time. Speaker will be Basil O’Connor, president of 
the National Foundation for Infantile Paralysis. The series is presented each 
week by Mutual Broadcasting in cooperation with the Institute of Life In- 
surance. 


Inter-Ocean Plans 50th Year Celebration 


Plans are now complete for Inter-Ocean’s 50th anniversary homecoming 
celebration being staged at the Hotel Netherland Plaza, Nov. 16-17. 

There will be talks by President W. G. Alpaugh and other members of the 
official family, as well as addresses from several distinguished guests, includ- 
ing John Hanna, managing director of H & A Underwriters Conference, E. H. 
O’Connor, managing director of Insurance Economics Society, and Alden C. 
Palmer, chairman of Insurance R & R. 

Inter-Ocean was founded in 1903 in Springfield, Ill, and moved its execu- 
tive offices to Cincinnati in 1917. Until 1947 the company was engaged exclu- 
sively in the personal A & H business, but since then has developed a substan- 
tial life volume. 











Pille Takes LIAMA Reins 
At Chicago Annual Meet 


(CONTINUED FROM PAGE 1) 
searching evaluations of the possible 
effect of current Washington activities 
on life insurance. Ray H. Wertz, Lin- 
coln National, Detroit, chairman of the 
General Agents & Managers Confer- 
ence of National Assn. of Life Under- 
writers, also participated in the latter 
forum. Both of these forums are re- 
ported elsewhere in this issue. 

At the fellowship luncheon that day, 
with Grant L. Hill, Northwestern Mu- 
tual, LIAMA president, presiding, 
Managing Director Charles J. Zimmer- 
man read a telegram from President 
Eisenhower commending association 
members for their “important contri- 
butions to the economies of Canada 
and the United States and to the wel- 
fare of millions of individual men and 
women.” Through the association, the 
telegram continued, “you are strength- 
ening the understanding and _ trust 
which are the hallmark of the relations 
between our two nations as well as 
promoting the national welfare by 
seeking ways to improve your impor- 
tant service to the public.” Luncheon 
speaker was Dr. F. Cyril James, prin- 
cipal and vice-chancellor of McGill 
University in Toronto. 

Completing that day’s session were 
the presidential report of Mr. Hill, a 
panel discussion on “Let’s Talk Shop”, 
led by Lewis W. Chapman, LIAMA 
director of company relations, in which 
his staff members reported on busi- 
ness innovations they have come across 
in recent travelings; and the small 


companies’ dinner, which, with Frank 
L. Whitbeck, Jr., Union Life of Arkan- 
sas, presiding, again was a stellar af- 
fair. Dinner speaker was _ Charles 
Evans, assistant to the president of Ar- 
kansas Power & Light Co. It was pre- 
ceded by a reception with Philip J. 
Weber, general manager of the Edge- 
water Beach hotel, as host. The panel 
led by Mr. Chapman is reported fully 
elsewhere. 

In summarizing the work of LIAMA 
during the past year, Mr. Hill said 
“Your association has 24 committees 
on which 285 company officers repre- 
senting 158 companies are serving.” 
He reviewed some of the work these 
committees accomplished during the 
past year, paying special tribute to the 
relations with universities committee 
which sponsors the deans meeting each 
spring at association headquarters, the 
fellowship program under which 16 
fellows spent time in life insurance 
companies last summer, the speakers 
bureau which supplied lecturers to 
more than 50 colleges and universities 
last year and the continued progress 
being made to introduce life insurance 
into the curricula of colleges and uni- 
versities. 

e e e 

“The association is conscious of the 
continued need to eliminate all unnec- 
essary meetings, to prevent duplication 
of activities, and to coordinate the 
workings of all the trade associations,” 
Mr. Hill said. “This area continued to 
receive study both by officers and di- 
rectors.” 

“In 1953”, he went on, “the research 
division has produced 11 reports cov- 





Lewis W. S. Chapman, director of 
company relations for LIAMA, pic- 
tured with Grant L. Hill, Northwestern 
Mutual, LIAMA president, at the as- 
sociation’s Chicago gathering. 


ering a wide variety of topics. The in- 
formation index, a scientifically de- 
veloped and tested instrument for 
measuring the level of ordinary life 
insurance knowledge, has now been 
made available to the membership. 
Our use of research products continues 
to increase. This year we will use ap- 
proximately 200,000 aptitude indexes, 
50,000 selection interview blueprints, 
and 3,000 sales method and information 
indexes.” 

“More important perhaps,” Mr. Hill 
said, “is that our research program has 
reached a turning point. The necessary 
statistical spade work has now been 
pretty well accomplished and our re- 
searchers are turning their efforts to 
field studies and experiments. This 
means that we can expect an ever- 
increasing number of exciting findings 
which are more closely related to our 
actual field of operations.” 

Mr. Hill told the meeting that every- 
one is human and needs meetings once 
in a while for inspiration. “That’s why 
we are here,” he said. 

e e e 

The Canadian companies fellowship 
breakfast opened Wednesday’s pro- 
gram. Mr. Mackenzie kept the affair 
moving at a fast pace. 

In addresses that morning, all of 
which are treated more completely in 
this issue, John L. Bennett, Dominion 
Life, New Westminster, B. C., presi- 
dent of Canadian Assn. of Life Under- 
writers, opined that there is no place 
in the business for the part-time agent. 
S. Rains Wallace, Jr., LIAMA direc- 
tor of research, told of the current 
status of the association’s research pro- 
gram, and Frank B. Maher, vice-pres- 
ident of John Hancock, and Clifford 
L. Morse, secretary and director of 
agencies of Phoenix Mutual, discussed 
why companies should strive for per- 
sistent business and outlined methods 
for obtaining it. W. Rankin Furey, ex- 
ecutive vice-president of Berkshire 
Life, presided at the morning session. 

With M. K. Kenny, general superin- 
tendent of agencies of Excelsior Life, 
in the chair, afternoon talks were made 
by Robert C. Gilmore, Jr., Mutual Ben- 
efit Life, Bridgeport, Conn., NALU 
president; E. J. Moorhead, associate 
actuary of New England Mutual, and 
James E. Rutherford, vice-president of 
Prudential. There then was shown the 
play “Stardust” which depicts an 
MDRT member who is having trouble 
currently in qualifying. Written by 
Laflin C. Jones, executive assistant of 
Northwestern Mutual Life, the play 
has been an extremely popular feature 
at several life insurance meetings. Be- 
sides the combination companies’ din- 
ner, presided over by Mr. Maher, 
which again was marked by sparkling 
features, the day’s card included lun- 


cheons for the ladies in attendance 
also one for the speakers. A. 
Nairn, who is with the Prudential 
adian head office, addressed the cop 
bination companies’ dinner. 1 

Except for Mr. Moorhead’s, Tuesdaf 
afternoon talks are treated more ¢qq, 
pletely elsewhere. In presenting a Spe 
cial study by the LIAMA compeng, 
tion committee, Mr. Moorhead notw 
that many life companies, both ] 
and small, already have made cong 
erable use of the new legal margins ; 
agent compensation. 

He said a survey covering 37 con 
panies, 25 of which operate on the g 
eral agency basis and 12 with bran 
offices, showed that 10 insurers ha 
increased compensation to the solici 
ing agent beyond the limits of the 
law and eight others have increases pn 
going beyond former limits. 


Nine general agency companies, h 
added, have increased general agen’ 
first year compensation beyond th 
former 55% maximum. He pointed ou 
however, that “this does not necessar. 
ily mean the total amounts paid‘ 
general agents were increased, becaus¢ 
these changes may have been accom, 
panied by corresponding decreases jy 
the expense allowance formulas or in, 
creases to soliciting agents, leaving thd 
overwriting margin unchanged. 

Mr. Moorhead said seven compan] 
ies have introduced training allowance 
plans for new agents. Some of thesd 
are modifications rather than new fi! 
nancing procedures. Six general agen 
cy companies reported they have mad¢ 
use of the amendment permitting ad- 
ditional compensation to new genera 
agents during the first five years 
“You’ll agree that in the seven sho 
months since Gov. Dewey signed th 
1953 amendments to the New Yor 
expense law, they have already af 
fected agency compensation to an im- 
portant degree,’ the speaker con- 
cluded. 

On Thursday there was the annual 
report of Mr. Zimmerman and a “New 
Manpower” symposium, with Mr. Hill 
presiding. Symposium participants 
were C. B. Metzger, 2nd vice-president 
Equitable Society; Charles H. Schaaff, 
vice-president Massachusetts Mutual; 
Harold I. Weir, assistant general man- 
ager and superintendent of agencies 
London Life, and Mr. Heyl. Mr. Zim- 
merman’s report, in which he pointed 
out that from a standpoint of member’ 
companies, finances, and quantity and 
quality of staff, the association is at 
an all-time high, is reported more fully 
elsewhere, as is the symposium, 


In the afternoon Mr. Moorhead con- 
ducted a compensation forum, an 
LIAMA feature which has become 4 
meeting highlight. Recent develop- 
ments in agent and managerial com- 
pensation, including section 213, were 
interpreted. 

Also Thursday afternoon and even- 
ing and extending into Friday morn- 
ing, the LIAMA trainers’ conference 
was staged. Participants were Milton 
R. Hamilton, Imperial Life; Charles 
G. Heitzeberg, Mutual Benefit Life, 
W. R. Jenkins, Northwestern National 
Life; Fred S. Sibley, Pacific Mutual 
Life; Leland C. Tallman, California- 
Western States Life; Andrew H. Thom- 
son, New York Life; John K. Luther, 
Aetna Life; Lester S. Roscoe, Occiden- 
tal Life of California; Homer C. Chan- 
ey, New England Mutual; H. Cc 
Reed, Travelers; C. L. McPherson, 
Massachusetts Mutual, and J. Carlton 
Smith, Southwestern Life. Moderators 
were H. W. Gardiner, Minnesota Mu- 
tual; Horace R. Smith, Connecticut 
Mutual, and Ward Phelps Mutual Life. 
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DIVIDENDS! 


Our NEW DIVIDEND SCALE, effective January 1, 1954, 
will further strengthen the favorable competitive sales posi- 
tion enjoyed by our representatives and brokers. 


The following illustrations at age 35 will indicate ou 
NEW LOW NET COST per $1000 of insurance: 


ANNUAL DIVIDENDS* 20 YEAR SUMMARY 


(According to 1954 Dividend Scale) 
O. L. 20 Pay L. 








Year O.L. 20 Pay L. 
1 $4.98 $5.42 20 Premiums $553.00 $790.40 
5 6.66 6.74 Net Payment* 376.06 628.75 

10 9.05 8.04 Cash Value 362.44 653.56 

20 11.87 10.36 Average Net Cost* 68 1.24f 


+Return over cost 








*Dividends are applicable to policies issued since 
October 16, 1947, are illustrative only, and are 
ot guaranteed. 


For full information on all plans for all ages see the 
Massachusetts Mutual General Agent in your community. 


_Jiassachusel/Matual 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Organized 1851 


Owned by its policyholders — operated for them 














